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December 31, 1947 


ASSETS 


Bonds Owned ._... 127,751 ,435.15 
Real Estate Loans _. 85,690,439.67 
Stocks Owned 8,581 ,079.50 
Cash in Banks and Offices 6,907,890.38 
Real Estate Owned 2,269,255.00 
Net Unpaid and Deferred Premiums 5,686,481 .87 
Policy Loans ...... 7,007 ,038.83 
Collateral Loans 159,360.00 
Interest Due and Accrued | 009,965.60 


TOTAL ASSETS ... _..$ 245,062,946.00 


LIABILITIES 


Legal Reserve, Life and Annuity Contracts. . -$ 210,611,894.00 
Reserve, Disability Policies 2,214,481 .00 
Reserve for Epidemics and Mortality Fluctuations 2,500,000.00 
Investment Fluctuation Fund 3,500,000.00 
Gross Premiums and Interest Paid in Advance. . 1,777,317.82 
Taxes Accrued but Not Due... is dais, | 487,776.92 
Agents’ Bond Deposits ; 759,804.05 
Policy Claims in Process of Adjustment and Payment. | 1 ,059,915.26 
Commissions Accrued to Agents, and All Other Items. . . 915,819.54 


Liabilities Other Than aan and rome | -$ 224,827,008.59 
Capital and Surplus... eee 20,235,937.41 


TOTAL LIABILITIES . ...  245,062,946.00 














Gain in Life Insurance in Force During 1947 he: -$ 181,901,972.00 
Total Life Insurance in Force Dec. 31, 1947 _...... 1,800,551,331.00 





The NATIONAL LIFE AND ACCIDENT 
INSURANCE COMPANY 


of Nashville, Tenn. 
C. R. CLEMENTS, Chairman of the Board EDWIN W. CRAIG, President 
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Here’s the answer to 
a pressing problem. 


The Conditions: A prospect is earning enough to house, clothe and feed a 
family of four. He is able to put aside a few dollars each month 
and is paying a nominal sum for life insurance which, until recently, - 


he considered adequate. 





The Problem: Like the rest of us, the prospect feels the increased cost of 


living. A pay increase recently offset the increased expenses, but 


YS in meeting these increases, he has been made aware that his family, 
pm deprived of his income, would not be able to survive on his present 


life insurance. 


The Answer: A Travelers Life Policy on the Triple Protection Plan, which, 


for a slight premium increase, guarantees the family three times the 


face value of the policy if the insured should die within twenty 
years. Later, should the need for the additional protection pass, 
the insured may pay premiums only on the face value of the policy. 


THE TRAVELERS INSURANCE COMPANY 
HARTFORD, CONNECTICUT 
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Says Solution to 
Housing Problems 
Can't Be Rushed 


Can Be Handled Best Over 
Period of Years, Ecker 
Tells Mayors’ Conference 


NEW YORK—Gradual solution of 
the urban housing problem by steady 
construction over a period of years will 
be more sound economically than any 
endeavor to meet the demand quickly re- 
gardless of cost, Frederick H. Ecker, 
chairman of Metropolitan Life, told the 
Conference of Mayors at its meeting 
here. He also advised the conference 
that “in alleviating the housing shortage 
we should so plan and build as to reha- 


abilitate existing slums wherever feasi- 
ble, and, in all events, guard against the 
creation of future slums.” 

Mr .Ecker predicted that the long- 
range housing job for families of mod- 
erate incomes will be done by private 
enterprise, largely through the provision 
of rental accommodations in multi-fam- 
ily houses. The needs of the low-in- 
come groups, he said, must continue to 
be met by means of public subsidies, as 
long as today’s costs and conditions pre- 
vail. 


Metropolitan’s Experience Reviewed 


Mr. Ecker , reviewed experience of 
Metropolitan, which has erected in New 
York City under his direction such great 
housing projects as Parkchester in the 
Bronx, Stuyvesant Town and Peter 
Cooper Village in midtown Manhattan, 
and Riverton in Harlem, which provide 
homes for 24,750 families. 

These projects, he said, were under- 
taken by Metropolitan in the public 
interest, strictly as a private enterprise 
without cost to the city. In each case 
the city acquired title to the entire prop- 
erties by condemnation—more than 70 
acres for Stuyvesant Town and 12 acres 
for Riverton—and the properties were 
thentransferred to corporations organ- 
ized by the Metropolitan, and which 
paid all awards and costs. 

“The agreements entered into were 
most important and advantageous to the 
city,” Mr. Ecker said. “For in both sites 
assessments were declining and tax de- 
linquencies were increasing. As part 
of the contract, delinquent taxes were 
paid, and the previous decline in the tax 
base was arrested for the next 25 years, 
taxes for that period being payable on 
the basis of asessed values at the time of 
acquisition of all land and buildings, in- 
cluding even properties that previously 
had been tax exempt.” 


Safeguards Its Investment 


In all of its housing projects Metro- 
politan, according to Mr. Ecker, has 
sought to safeguard its investment by 
Planning them on a scale sufficient in 
size to create and conserve their own en- 
vironments ,and so provide protection 
from the effect of any development in 
the adjacent areas. 

‘I am _ confident,’ Mr. Ecker con- 
cluded, “that the long-range housing job 
for families other than those of low in- 
come can and will be done by private 
enterprise. Production commensurate 
with wages, greater use of standardized 
Parts, productive industrial techniques 
and machinery, more direct distribution 
of materials ,and the modernization of 
building codes are constructive sugges- 


Statements Show °47 Did 
Well by Life Companies 


AMERICAN MUTUAL 

American Mutual had a 10.7% gain in 
new business in 1947. Insurance in force 
totals $117,303,144, up 8%. Assets 
gained 3.7% to reach $36,789,789. A 3.7% 
gain was also shown in surplus, to reach 
$2,280,967. Assets exceed liabilities by 
6.6%. The net interest return was 3.28%. 
Benefit payments were $2,196,608. 





BANKERS LIFE & CASUALTY 

Assets of Bankers Life & Casualty at 
Dec. 31 were $7,222,235, policyholders’ 
surplus being $1,962,647. Capital was 
increased during the year from $300,000 
to $1 million. Premium income for 1947 
exceeded $5 million, almost doubling 
the 1946 figure. Assets include $1,959,- 
513 in cash and U.S. government bonds; 
$1,002,032 in real estate sold under con- 
tract; $2,037,649 in corporate bonds; 
$1,337,377 in mortgages, mostly on the 
FHA-insured basis, and $625,811 in 
stocks, principally preferred. In addi- 
tion to the policyholders’ surplus there 
is a $500,000 contingency reserve. 





FRANKLIN LIFE 

Franklin Life’s 1947 gain in insur- 
ance in force was $95,934,240, bringing 
the total in force to $542,702,974. As- 
sets are $107,823,267, up about $15 mil- 
lion. New ordinary business amounted 
to $129,896,812. Policyholders’ surplus 
is $7 million, an increase of half a mil- 
lion dollars. 

Among the assets are $2,595,474 cash, 
$23,566,452 in U. S. governments, $24,- 
178,048 in other bonds, $38,412,827 in 
mortgages and $7,479,366 in FHA loans. 
In addition to the $7 million policyhold- 
ers’ surplus there is a $250,000 special 
reserve for contingencies. Benefit pay- 
ments were $5,072,342. 





FEDERAL LIFE & CASUALTY 

Federal Life & Casualty’s assets are 
$3,767,436, which exceeds liabilities by 
60%. More than 72% of assets are in 
cash and bonds and 14.6% are in mort- 
gages. Policyholders’ surplus is $1,407,- 
573. Benefit payments were $902,069, of 
which $857,038 were A. & H. 





GUARANTEE MUTUAL LIFE 

Guarantee Mutual Life’s insurance in 
force at Dec. 31, was $248,281,233 as 
against $241,574,825. New business to- 
taled $23,283,155. Assets are $50,968,- 
301 of which $33,677,505 is in bonds 
and $8,421,503 in mortgages. Surplus is 
$4,282,328, an increase of $243,988. To- 
tal income was $9,726,936. of which 
$7,360,161 was premiums. Benefit pay- 
ments were $2,375,519. 





LIFE OF GEORGIA 

Life of Georgia gained $56,554,028 in- 
surance in force during 1947, up 13.5% 
to reach $475,520,289, while assets rose 
26% to reach $31,831,809. Number of 
policies increased 25.3% to reach 3,316,- 








tions, the gradual adoption of which 
may help in the solution of the prob- 
lem of costs. There is no single pana- 
cea, and certainly a gradual solution 
through steady production over a long 
period of years would be economically 
more sound than any solution involving 
the quick meeting of the whole demand 
regardless of cost. 

“We are facing a condition, not a 
theory. No avenue of relief can remain 
unexplored, and we must welcome any 
progress ,however gradual. Under- 
standing and patience must be exercised 
by all concerned. In time the problem 
will be solved through the genius and 
initiative of private enterprise.” 


241. Policy reserves were up $4,680,616 
to reach $18,174,612. Policyholders’ sur- 
plus increased $1,107,444 to reach $10,- 
453,763. For each $1 of the $21,378,047 
liabilities the company had $1.49 of as- 


sets. Volume of mortgage loans was in-" 


creased $2,521,603 to a total of $4,800,- 
420. Benefit payments were $6,534,074, 
up $653,796. 


EQUITABLE SOCIETY 

Equitable Society’s life insurance is- 
sued in 1947 totaled $1,170,000,000, a 
new high. Life insurance in force to- 
tals $11,944,000,000, up $1,381,000,000. 
Of the total in force, $6,606,000,000 was 
on individual policies and $5,338,000,000 
on group. 

Assets are $4,505,000,000, up $322,400,- 
000. Holdings of industrial securities 
increased $377,237,000 ,while holdings of 
U. S. governments declined $340,792,000. 
Earnings on investments totaled $116,- 
791,000. Benefit payments were $276,- 
600,000 and $56,001,338 was apportioned 
for 1948 dividends. 

Interest rates on Equitable’s invest- 
ments increased somewhat. On the re- 
serves and other funds which require in- 
terest earnings, Equitable received a net 
return of 3,02%, and on its ledger assets 
2.76%. 

Mentioning the growing public inter- 
est in various forms of health insurance, 
President T. I. Parkinson emphasized 
that proposals for the federal govern- 
ment or the states to enter this field 
failed to consider the great degree to 
which such needs are currently being 
met by privately supported plans. 
Stressing the inflation menace Mr, Park- 
inson urged that a realistic program be 
set up by Congress to combat it. 





NEW ENGLAND MUTUAL 


For the fourth consecutive year, New 
England Mutual has broken all previous 
company records for new life insurance, 
the 1947 figure being $301 million. In- 
surance in force is $2,439,000,000, up 
$220 million. Assets are $921 million, of 
which 30% are in U. S. government 
bonds and 45% are in other bonds; 
11.6% of assets being in mortgages. 
The average return on securities pur- 
chased in 1947 improved .44%, equivalent 
to increased annual earnings of more 
than $670,000 on the $151,375,000 of se- 
curities bought during the year. 

Exclusive of some $12 million in divi- 
dends, benefit payments totaled $46 mil- 
lions. Net earnings from’ ordinary 
sources were approximately $18 mil- 
lion, out of which $13" million was set 
aside for 1948 dividends. The company 
added $7,123,000 to surplus which, after 
including $15 million reserve for in- 
vestment fluctuation, now amounts to 
$61,335,000. 


SCRANTON LIFE 


New paid business of Scranton Life 
last year amounted to $5,820,513 and 
there was an increase in insurance in 
force of $3,101,857. Assets stand at 
$12,792,899. Not a single bond or mort- 
gage is in default as to principal or in- 
terest and all bonds are eligible for 
amortization. The net interest return 
was 2.75% which President Robert 
Merriman feels may be the low point if 
firmer money rates continue to prevail. 
Capital is $340,000 and net surplus 
$110,143. 


WEST COAST LIFE 
Resources of West Coast Life in- 
creased $2,623,296 during 1947 to reach 
$40,743,317. The 1946 increase was 
(CONTINUED ON PAGE 24) 





Lincoln Treats 
Issues of Hour 


with Frankness 


Gives Views on Bank 
Cover, Mass Selling, 
Agents’ Compensation 


NEW YORK-—Several matters of 
particular interest to agents in their re- 
lations with the companies were dis- 
cussed with an engaging frankness by 
Leroy A. Lincoln, president of Metro- 
politan Life, before 500 attending the 
“home office” program of New York 
City Life Underwriters Assn. Lawrence 
Lifshey of New York Life, association 
president, introduced R. C. Johnson, as- 


sistant vice-president of that company, 
who introduced Mr. Lincoln. 

Prefacing his remarks with the ad- 
juration that the home offices and agents 
are utterly dependent on each other, Mr. 
Lincoln took up mass selling, savings 
bank life insurance, part time agents, 
agents’ compensation, and some of the 
things the companies are doing to 
achieve broader public acceptance of 
insurance. 


Should Avoid Needling 


There are a number of different points 
of view among executives as to mass 
selling, he said. Both agents and com- 
pany officials are working on the differ- 
ences that exist, and he hoped, each agent 
will bear in mind that the business must 
work out the problem together. It will 
do no good to needle each other. : 

“T don’t believe in savings bank life 
insurance and never will,’ he declared, 
and agents applauded. “It is an outrag- 
eous thing to have banks, organized to 
do another ‘business, transacting life in- 
surance.” But it is here, and in New 
York it was a matter of practical neces- 
sity for the life business to agree with 
the savings banks on a program of get- 
ting along with each other. However, 
he indicated that the bills for such insur- 
ance anticipated in Rhode Island and 
New Jersey will be fought. 

New York laws limit the expenses 
companies can undertake on the agency 
side, he said. The legislation grew out 
of the Armstrong investigation and was 
designed to eliminate the cutthroat com- 
petition of companies bidding for busi- 
ness with higher and higher commis- 
sions. Goodness knows, he said, where 
the business would go today if it didn’t 
have a legal limit. But within the lim- 
its of the law executives want to satisfy 
the agents as to compensation because a 
satisfied agent can do a better job for 
the policyholder. 


No Part Time Agents 


He said Metropolitan Life doesn’t 
have part time agents so that he couldn’t 
speak on that problem. 

He cited L.I.A.M.A., C.L.U., Huebner 
Foundation, and Life Underwriter 
Training Council as evidence of the in- 
terest of executives in the welfare. of the 
agent. In addition, Institute of Life In- 
surance in interpreting insurance to the 
public has helped agents by strengthen- 
ing public acceptance of the business, In 
this field also is the life insurance medi- 
cal research fund, whose annual expen- 
ditures would require a $20 million en- 
dowment’fund, which would be the larg- 
est in its field. Its studies of heart and 
other disease are in the interest of pol- 

(CONTINUED ON:PAGE 24) 
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Business A. & H. 
Is a Currently 
Popular Line 


The comparatively few producers who 
have pushed the sale of business acci- 
dent and health insurance recently have 
been highly successful. They apparently 
find that it takes little more time to 
convince an employer of the need for it 
than it would to sell an individual policy 
to one of his men. A good portion of 
this coverage has been written in con- 
junction with business 
which is at a high mark in popularity. 
Some men find that business accident 
and health is a fine opening wedge for 
the sale of business life insurance. They 
approach the sale with the philosophy 
that a firm which does not carry both 
business life insurance and _ business 
A. & H. is not completely covering itself 
nor its employes. 

he reasons for buying business 
A. & H. are elementary and, therefore, 
potent. In the main, its value lies in 
replacing the salary which many firms 
feel obliged to pay an injured employe 
while he is disabled or sick. The indem- 
nity paid by the insurance company is 
a substitute for all or at least part of 
the salary and saves the drain upon the 
company. This is a particularly cogent 
argument in the case of a small firm 
where paying a salary to just one un- 
productive executive can put a business 
in the red. 

Installation of this coverage improves 
employe relations, because it is volun- 
tary evidence of the employer’s interest. 
It makes for more efficient employes 
because it frees them of the worry of 
doctor bills and bolsters morale by as- 
suring an employe a continued income 
in case of total disability. 

Business A. H. insures salary 
backed by an insurance company, which 
is a far better certainty to the employe 
than the implied promise that a salary 
will be paid him when disabled, an ar- 
rangement which might be terminated 
by various factors. 

One reason the coverage is not wide- 
spread is that business A. & H. cover 
is not allowed as a business expense 
tax reduction to the firm paying the 
premium. Now in the first stages at 
Chicago is a test case planted by one 
of the large A. & H. and life companies, 
which it is hoped will establish this 
coverage as a business expense. Insur- 
ance people point out that if this item 
were called something other than “in- 
surance” and were known, for example, 
as an “indemnity for accident,” it would 
stand a good chance of being deductible. 


Life Insurance Policy 
Loans Increased in ’47 


Life company policy loans increased 
in 1947 from $1,891,000,000 to $1,917,000,- 
000, the Institute of Life Insurance re- 
ports. This was the first increase in 
these loans in 15 years. 

New loans made during the year were 
$330 million as against $250 million in 
1946 and $175 million in 1945. 

Loan repayments were high during 
1947, more than $300 million of those 
outstanding at the start of the year being 
paid off. 








Readying for A. L. C. Regional 


Joe D. Moss, president of Home State 
Life, general chairman of the zone meet- 
ing of the American Life Convention at 
Oklahoma City April 20-21, has ap- 
pointed R. ‘[. Stuart, president of Mid- 
Continent Life, and Johnson Hill, presi- 
dent of Atlas Life, in charge of enter- 
tainment for the event? Headquarters 
will be at the Skirvin hotel. 





Initiates Agents’ School 


. Home State Life has started an educa- 
tional program for agents with a school 
every other week, each of five days. C. 
L. Edmonds,+ agency manager, and 
Russ Poland, his assistant, are in charge. 


life insurance, °* 


Wins Top Honor 
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The president’s cup, top honor for 
State Mutual Life agencies, has been 
awarded for outstanding agency achieve- 
ment in 1947 to the Washington, D. C., 
agency. General Agent Chester R. 
Jones is shown above, at right, receiving 
it from President George A. White. 

The award is based on paid business, 
ittcrease of insurance in force, persist- 
ency, ratio of voluntary terminations, 
production from old organization, busi- 
ness from new full-time organization, 
new business cost and average produc- 
tion per man-month. 

Runner-up was the Ross M. Halgren 
agency of Indianapolis. Previous cup 
winners were Dallas, 1946; Cincinnati, 
1945, and Memphis, 1944. 


$1,600 Washington Burglary 


WASHINGTON—Professional yeggs 
broke into the office here of Life & Cas- 
ualty and, using an acetylene torch, 





burned a hole in the safe and stole $1,600 
cash. 
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Every new Commonwealth underwriter is scheduled to 
attend five separate one-week Home Office training 
schools in his first two and a half years in the business. 
The Commonwealth will hold some forty-four such 
schools in 1948, covering virtually every week of the 
year except those blocked out by major holidays. 


Given reasonable natural aptitude, a salesman is made, 
. . but the making is a long and gradual 
process involving years of training. : 


Insurance in Force—December 31, 1947—$348,002,588 


Wetterlund III. 
Federation Nominee 


Ray J. Wetterlund, vice-president and 
general counsel of Washington National 
of Evanston, is the choice of the nomi- 
nating committee for president of In- 
surance Federation of Illinois, the elec- 
tion to be held at the annual luncheon 
meeting March 3. .Mr. Wetterlund has 
been the first vice-president and hence 
has been destined for the top position. 
The nominee for first vice-president is 
L. D. Cavanaugh, president of Federal 
Life. The team of Wetterlund and Cav- 
anaugh accents the life and accident and 
health participation in federation affairs. 

D. K. Weiser, manager of Aetna Cas- 
ualty, who is completing two terms as 
president, is nominated for board chair- 
man. 

The vice-presidential nominees are: 
T. E. Barton, Jr., U. S. Casualty; C. E. 
Becker, Franklin *Life; H. H. Cleave- 
land, Jr., Bituminous Casualty; W. H. 
Hansmann, Fidelity & Deposit; E. H. 
Henning, Illinois Bankers Life; John P. 
Keevers, Maryland Casualty; Alvin S. 
Keys, local agent, Springfield; Herbert 
J. Lorber, Rollins, Burdick, Hunter Co., 
Chicago; John B. Parker, Chicago 
broker; Merle A. Read, local agent, 
Joliet; John Rygel, Hanover; K. O. 
Saunders, Globe Indemnity; Walter M. 
Sheldon, W. A. Alexander & Co; 
Charles B. Stumes, Penn Mutual, Chi- 
cago and Robert W. Troxell, local agent, 
Springfield. 

Harry H. Fuller, Zurich, heads the 
nominating committee. 


Three Qualify First Month 

James C. McFarland, Cincinnati; W. 
Peveral Lowes, Columbus, and Emile 
Rossi, Pittsburgh, have qualified for the 
Ohio State Life Honor Club. This is 
the first time that any member of the 
agency force has qualified in the first 
month of the new club year. 
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Today’s Training = Tomorrow’s Success 


In recent years great strides have been made in the 
training of career underwriters by the life insurance 
industry. This great upsurge in training has made tre- 
mendous contributions to the enhanced success of many 
individuals and to the enhanced prestige of the industry. 
As most life insurance men know, Commonwealth be- 
lieves thoroughly in the doctrine of thorough training. 
Its training program, long recognized as one of the most 
progressive in the industry, undergoes constant revision 
and has recently been expanded and broadened. 
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Number of Cases 
Opened Stressed at 
Philadelphia Meet 


To hold his record-keeping to a mini. 

mum, E. Benjamin Redfield, Jr., North. 
western Mutual Life, Boston, dispenses 
with practically all data except a tickler 
file of appointments and a close check 
on the number of cases opened per 
month, which he sets at 10 as a mini- 
mum. 
Mr. Redfield described his methods at 
the Philadelphia sales congress and said 
that if he noticed half way through a 
month that he had only opened, say 
three cases he knew that some phase of 
his activities had been neglected. He 
advised his audience not to overlook the 
many opportunities that come along to 
perform a simple service for people, for 
it is not only a pleasure but also pro- 
duces business. At the same time the 
agent must watch his distribution of 
time. He must not spend it all on sery- 
ing, nor on selling, nor on prospecting. 
He has found that when he tends to get 
stale in some department of his work it 
is refreshing to go out in the field for a 
little cold canvass. 

Other speakers were Russell C¢. 
Wonderlic, manager Mutual Life at 
Baltimore, and M. M. Matson, Mutual 
Benefit, Cleveland. 


Need “Thinking Interviews” - 


Mr. Wonderlic advised his hearers to 
build a life insurance practice the same 
as doctors build a medical practice. 
Like Mr. Redfield, he said that financial 
success is in direct proportion to the 
number of new cases the agent opens 
each week, which means the number of 
“thinking interviews” he has with peo- 
ple he never talked to before. He said 
any experienced agent can double his 
earnings if he will concentrate on regu- 
larly opening not less than three new 
cases each week. He advised going 
back to policyholders and visiting them 
at least twice a year to make them real 
friends and helpers. He cited figures 
from his own agency to show what can 
be done in building a life insurance 
practice. 

Mr. Matson made the talk that he 
gave at the 1947 Million Dollar Round 
Table and later summarized at the Na- 
tional Assn. of Life Underwriters meet- 
ing in Boston. He dealt with business 
insurance. 

More than 600 attended. The presi- 
dent’s cup was awarded to a former 
Philadelphia association president, 
Thomas M. Scott of the home office 
agency of Penn Mutual Life. the pres- 
entation being made by Joseph H. 
Reese, head of the agency. 





Seminar for L.O.M.A. 
Instructors Is Held 


The Life Office Management Assn. 
seminar at Chicago, designed for in- 
structors to use in teaching company 
classes in L.O.M.A. Institute  pro- 
grams, covered such topics as methods 
of promoting programs. encouraging 
student participation, effective class- 
room techniques, conduct of quizzes, 
use of instructors’ manuals, preparation 
of inexpensive teaching aids and the use 
of projection equipment. 

Participants told of ideas and proce- 
dures they had found effective. Charts 
and tables they brovght to the seminar 
were transferred to film and projected 
on a screen. 

J. H. Kohlerman, edttcational direc- 
tor of L.O.M.A., said that company 
pride and joh ‘satisfaction among life 
company employes is in direct propor- 
tion to their knowledge of the business. 
R. W. Lederer. associate educational 
director, outlined the essential features 
of the new Guertin legislation and held 
a demonstration session on the history 
of life insurance, sing charts. There 
was a discussion of the public relations 





opportunities for office employes. 
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Dictionary of 
Insurance Words an 


Phrases Projected 


WASHINGTON—A dictionary .of 
insurance words and phrases is the lat- 
est project of the S. Chamber of 
Commerce insurance department, fol- 
lowing appearance of its first periodical 
Washington insurance letter. The dic- 
tionary, said to be the most ambitious 
publication of its kind short of a vol- 
uminous insurance encyclopaedia, will 
cover some 700 terms used in all insur- 
ance lines, including life, according to 
A. L. Kirkpatrick, insurance department 
manager. Prof. Ralph Blanchard, Co- 
jumbia University, has been doing the 
job for the chamber. The list of words 
and phrases already made up, with 
tentative definitions, 1s being sent to 
members of the chamber insurance com- 
mittee for rechecking in advance of 
publication. é 

Carl Jacobs, president Hardware Mu- 
tual Casualty, chairman of the U. S. 
Chamber of Commerce insurance com- 
mittee, is running for reelection as a 
chamber director representing the insur- 
ance industry, his term expiring this 
year. Likewise expiring is the term of 
Fred Conklin, president of Provident 
Life of Bismarck, who is reported run- 
ning for reelection as chamber director 
representing the northwestern region. 
Laurence Lee, president Peninsular Life, 
Jacksonville, Fla., a director represent- 
ing the southeastern region, serves until 
1949. 


Pettric Files Actions 
in Constitution Life Issue 


LOS ANGELES—Three actions _in- 
volving Constitution Life have been filed 
in superior court here by Victor F. Pet- 
tric, founder of the company and its for- 
mer president and general manager. 

In one complaint Mr. Pettric demands 
that the court remove Maytor H. Mc- 
Kinley, owner of Utter-McKinley Mor- 
tuaries, and Raymond H. Ossenbeck and 
Emilio J. Lagomarsino as voting trustees 
and name others to the positions. Mr. 
Pettric is the fourth trustee, under the 
voting trusts. He charges that the three 
have illegally usurped the powers of a 
voting trust established as a result of 
the merger of Postal Union Life into 
Constitution Life and that Mr. McKinley 
has misused his position to the advan- 
tage of his own mortuary business. 

Mr. Pettric alleges that Mr. McKin- 
ley used the company to promote his 
mortuary business at a‘cost of $102,634 
in 1947, 

In a second action, which names Mr. 
McKinley alone, Mr. Pettric asks ‘that 
specific performance be required of Mr. 





| McKinley in respect to the contract to 


sell the stock of the company. He avers 
the contract provided they should share 
jointly in the ownership of all stock 
which either or both owned in Postal 
Union and Constitution Life; that un- 
der an agreement McKinley was to buy 
55.6% of the Wm. R. Malone stock in 
Postal Union for $150,000, and that he 
was to sell half of the stock to Mr. Pet- 
tric for $75,000; that Mr. McKinley 
failed to carry out the contract. 

_The third action is against Constitu- 
tion Life alone and is for damages for a 
breach of contract of employment. 


Confer at Nat'l, Vt., Home Office 


The executive committee of the gen- 
eral agents association of National Life 
of Vermont met at the home office for 
four days. In addition to daily business 
meetings, luncheons were held at which 
committee had an opportunity to meet 
Dr. Ernest M. Hopkins, the new presi- 
dent, and other officers. Those present 
were W. B. Richardson, Roanoke, presi- 
dent; D. G. Robinson, Detroit, vice- 
President; L. V. Godine, Baltimore, sec- 
retary-treasurer; L. O. Swanson, Min- 
Neapolis; Harold Smyth, Hartford, E. T. 
Wells, New York City and C. R. Wel- 
man, Memphis. 


XUM 


Sensible Prospecting Made 


NEW YORK — “Although the tele- 
phone is the most abused instrument in 
the world, it enables an agent to work 
90% of the time and walk only 10%,” 
M. E. Safran, agent in the C. B. Knight 
agency of Union Central, maintains. He 
has consistently secured 80% to 90% 
appointments with the prospects he 
reaches by phone. Mr. Safran’s business 
was $1%4 million in 1947 and has aver- 
aged $1 million for many years. 

Telephone prospecting is sensible be- 
cause it eliminates the excess time and 
energy spent on personal calls. When 
he keeps the appointment the agent 
knows he will find an interested pros- 
pect who will listen to his story under 
favorable conditions, 


Must Arouse Curiosity 


The ingredients of prospecting by 
phone are simple. The important thing 
is to arouse curiosity and turn it into 
interest, then put this interest into ac- 
tion which will lead to the sale. The 
skill lies in arousing curiosity without 
letting the prospect know what the 
agent is going to say while the agent 
anticipates what the prospect may say. 

The agent must control the conversa- 
tion at all times and should stop the 
prospect from taking the reins. Mr. 
Safran as he uses the phone goes 
through the same motions as if the client 
were sitting across the desk. 

Mr. Safran keeps on hand a list of at 
least 500 names, telephone numbers and 
addresses. The best prospects are men 
connected with companies that manufac- 
ture “straight” products such as clothing, 
machine tools, etc., that have been in 
the business for at least 10 years and 
have assets of from $100 to $700 thou- 
sand. It is very important that the pros- 


7 Easier by Use of Telephone 


pect be in a position to make his own 
decisions. 

As for salaried employes or junior 
executives Mr. Safran’s telephone ap- 
proach centers on their personal insur- 
ance needs. He brings out the advan- 
tages of proper money management in 
order to get proper distribution of the 
prospect’s insurance proceeds. 

If he is speaking to the president or 
proprietor of a concern or a major exec- 
utive, he concentrates on the tax prob- 
lem and how he can help the prospect 
solve it. Particular emphasis is put on 
the fact that insurance is the only sure 
way to solve these tax problems. 

One of the big problems in telephone 
prospecting is getting past the secre- 
tary. Mr. Safran acts businesslike at all 
times and never becomes friendly or 
speaks in such a manner that the secre- 
tary may think she is doing him a favor. 

All of Mr. Safran’s prospecting is cold 
canvass and he never uses personal ref- 
erences during the conversation. He 
treats all prospects the same and has 
achieved his excellent record by means 
of a well rehearsed and skillfully deliv- 
ered sales talk. 





Must Disclose Impairment 


The sixth U. S. circuit court of ap- 
peals has held that an applicant for life 
insurance who became seriously impaired 
‘between the time of his application and 
the delivery and effective date of the 
policy is guilty of bad faith if he fails 
to disclose his impairment to the com- 
pany. The decision was on an appeal 
by Cohen, Friedlander & Martin Co., 
of Toledo, owner of the policy, from 
a trial court verdict in favor of Massa- 
chusetts Mutual Life. 














To Prepare 


The American Red Cross is now making its annual 
campaign for funds with which to carry on its work. The 
fact that the great War is now regarded as over does 
not end the need for money. There are always emer- 
gency needs ahead for the work of the Red Cross. 


Last year’s disasters totaled some 300, and more than 
300,000 people needed aid in the emergencies and were 
given that aid by the Red Cross. There were 50 floods, 
about 50 tornadoes, 150 great fires and a few earth- 
quakes. This raises the question as to whether the times 
ever really do return to “normal.” 


It is said of the life insurance Mortality Table that it 
does not tell who will die but how many will die. Year 
in and year out the Red Cross does not know which 
people will have trouble but by experience does know 
that there will be trouble and that plans must*be made 
for services to take care of it. It is upon this basis of 
expectation that the American Red Cross makes ready 
its annual campaign and asks the American people for 
funds to meet inevitable difficulties ahead. 


THE PENN MUTUAL LIFE INSURANCE CoO. 
JOHN A. STEVENSON fi 


INDEPENDENCE SQUARE, PHILADELPHIA 














Explains Purpose 
Of the Independent 
Group Counselor 


_ E. Dexter Goodier, Milwaukee group 
insurance counsellor, has sent in the fol- 
lowing comments on an article which 
appeared in a recent issue of THE 
NATIONAL UNDERWRITER titled “Some 
Group Men Act as ‘Bargainers’ for the 
Assured”: 

I suppose insurance companies would 
classify many former grqup represent- 
atives who now act as group insurance 
counselors as “bargainers” and they 
probably are correct if these men work 
only on “a percentage of savings basis.” 
A group insurance counselor can be of 
tremendous value to an employer in 
more ways than just saving him money. 
He can guide him in purchasing addi- 
tional benefits as well as coverages, He 
can keep him informed at all times of 
every and all changes being made in 
group contract provisions. He can per- 
form every other service that the agent 
who wrote the business should perform 
but cannot because he does not have the 
proper knowledge of the group business. 

The group insurance business has cer- 
tain fundamental weaknesses that place 
employers at the mercy of the insurance 
companies. These weaknesses are not 
generally found when an employer pur- 
chases fire, compensation and other in- 
surance lines. 

vast majority of the men and 
women who receive commissions from 
the sale of group insurance depend on 
salaried group representatives of the 
group writing companies to sell and 
service all group contracts. Very few 
agents follow up their group clients and 
give them adequate service. The insur- 
ance companies tell the agent in advance 
of the sale, “you furnish the contact — 
we will do the rest and you collect the 
commissions.” How many other forms 
of insurance are sold on this basis? The 
employer is entirely dependent on his 
insurance carrier and he is asked to take 
for granted that his costs and contracts 
are as good as those offered a similar 
employer by the same insurance com- 
pany or by another group writing 
company. 


Seven Companies Write 90% 


At least 90% of all group insurance is 
and has been written by seven insurance 
companies. For years they had what 
they called a group conference. This 
conference regulated rates, contract pro- 
visions, and most important of all agreed 
not to quote on group business in force 
with another conference company. More 
important was the fact that the teeth 
that enforced this rule were that no 
commissions were payable on _trans- 
ferred group business. How many em- 
ployers who carry group insurance can 
be guaranteed low gross and net costs 
under such an agreement? It may be 
true that transferring business from one 
company to another is expensive to the 
policyholder, but such an arrangement 
that places a throttle on competition 
certainly makes for expensive insurance 
protection. (As of July 1, 1948,. insur- 
ance companies are subject to Sherman 
anti-trust act.) 

The group representatives who are on 
a salaried basis with the insurance com- 
panies are generally kept in the dark by 
their companies as to what happens to 
an employer’s premium dollar. He can- 
not tell a policyholder that he is not 
obtaining correct basic manual rates or 
that his company is keeping too much 
of the policyholder’s premium dollar for 
expenses, reserves and profits. Who is 
in a position to tell the employer these 
things? It is generally admitted that it 
takes many years to learn just a few of 
the answers to the problems that group 
insurance presents. Yet probably 50% 
of all group men have been in the busi- 
ness less than five years. This average 
increases if you take into consideration 
only the men who service group ac- 

(CONTINUED ON PAGE 24) 
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was an assistant_attorney general of 
Tennessee. Mr. Fariss started with the 
company as a file clerk in 1928 and has 
been in charge of general accounting for 
several years. Mr. Emmerling joined 
the company in 1941 as home office 
cashier after having been for eight 
years HOLC’s Tennessee director, 
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‘47 Non-Housing Property 
Investments $122 Million 


Life companies last year purchased 
$122 million of non-housing real estate 
for investment, bringing holdings of this 
type to $192 million, according to the In. 
stitute of Life Insurance. 

The purchases were store, Office and 
factory properties. Many transactions 
represented outright purchase of exist. 
ing properties from the owner-occy- 
pants, for re-lease to the occupants ona 
long-term basis. Others are new prop- 
erties or plant expansion provided for 
pre-determined tenants. 





Detroit Council Elects 


Al. A. Jenkins, Manufacturers Na- 
tional Bank, was elected president of 
the Detroit Life Insurance & Trust 

Mr. Porter has been assistant coun- Council at the annual meeting. Vice- 
sel for the last year and has been on the president is E. L. Jones, G. E. Lackey 
legal staff since 1940, before which he agency Massachusetts Mutual, who is 





F. B. EMMERLING R. T. FARISS DUDLEY PORTER, JR. 


Shown in the accompanying pictures Emmerling, assistant treasurers, recently 
are Dudley Porter, Jr., associate gen- promoted by, National Life & Accident 
eral counsel, and R. T. Fariss and F. B. to those positions. 
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Thanks to the ability, industry, and 
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president Detroit C.L.U. chapter; sec- 
retary, C. S. Baxter, National Bank of 
Detroit, treasurer, L. L. Mackey, L. L. 
Mackey & Associates, national commit- 
teeman Detroit Assn. of Life Under- 
writers and president Home Life C.L.U. 
Assn., assistant treasurer, Miss Lillian 
Hogue, New York Life, treasurer De- 
troit C.L.U. Chapter. 

The executive committee also includes 
H. P. Trosper, New York Life, retiring 
president; J. . Sanders, Equitable 
Trust Co., and C. R. Eckert, general 
agent Northwestern Mutual. 





Paramour Can Get Proceeds 


The Georgia supreme court has ruled 
that there is no legal barrier to a com- 
pany’s paying policy proceeds to an in- 
sured’s paramour even though she is 
falsely named in the policy as his wife, 
so long as the designation indicates 
clearly that she is intended to be the 
beneficiary, and even though the policy 
was previously for the benefit of the 
man’s legal wife, provided that he re- 
tained the right to change the bene- 
ficiary. The case is Wimbush, admin- 
istratrix, et al vs. Lyons and involved 
a Metropolitan Life policy. The court 
held that a man has an unlimited insur- 
able interest in his own life and can or- 
dinarily make a policy payable to whom- 
soever he pleases, regardless of the bene- 
ficiary’s insurable interest. 


Right Attitude Important 


MINNEAPOLIS—The importance of 
the right attitude on the part of the 
health and accident agent was stressed 
by G. A. L’Estrange, vice-president Wis- 
consin National Life, before the Twin 
City Accident & Health Assn. He said 
that as a result of a better attitude on 
the part of the field man the general 
standard of the health and accident bust- 
ness has been improved and has re 
sulted in better public acceptance. 

As to the importance of the right at- 
titude, he said the cleanest contract of- 
fered could lose out if the attitude 0 
the salesman is wrong. There is st 
too much selfishness on the part of the 
field men as regards commissions, Mt. 
L’Estrange said. He urged them to be 
loyal to their companies and to take al 
active part in their local, state and na 
tional organizations. 


Mass. Group Limit Now 25 


The Massachusetts legislature has 
passed a bill permitting the writing o 
group life insurance on groups of 25 of 
more. The former limit was 50. Do 
mestic life companies sponsored the 
bill, which was opposed by Commis 
sioner Harrington. 
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Two lowa N.A.L.U. 
Trustee Candidates 


A second Iowa candidate for N.A.L.U. 
national trustee has been brought out, 
with letters being circulated in behalf of 
C. V. Shepherd of Cedar Rapids, general 
agent of National Life of Vermont. Pre- 
viously Newell C. Day, Davenport gen- 
eral agent of Equitable of Iowa, state 
association president, had béen endorsed 
by the Des Moines and several other lo- 
cal associations. 

Mr. Shepherd is a former state officer, 
and has served for some time as state 
committeeman from Cedar Rapids. He 
has also been prominent in the Iowa 
Quarter-Million-Dollar Club. 

Letters in Mr. Shepherd’s behalf were 
sent out following endorsement by sev- 
eral Iowa associations. . 


Two Win N. Y. Life Trophies 


New York Life has awarded the L. 
Seton Lindsay trophy to Luther M. 
Byrd, manager at New Orleans and the 
Griffin M. Lovelace trophy to F. Truner 
Munsell, manager at St. Louis. The 
Lindsay trophy is awarded each year to 
the man with the best personal record 
in agency building and the Lovelace 





trophy goes to the manager of the 
agency making the best record in de- 
velopment of quality agency represen- 
tation. Both trophies are named for 
retired vice-presidents. 





Truman Signs D. C. Guertin 
Bill; Only Okla. Remains 


WASHINGTON—President Truman 
has signed the bill which provides the 
District of Columbia with a Guertin 
law. It becomes permissive immediately 
and mandatory Jan. 1, 1950. It does not 
depart materially from the standard 
Gtiertin pattern. 

This leaves Oklahoma as the only 
state in which a Guertin law is needed. 
The Oklahoma legislature meets next 
in 1949. 

Superintendent Jordan of the District 
of Columbia has advised the companies 
that the district insurance department 
will not require the refiling of life poli- 
cies already filed with the endorsement 
which: was required by the department 
previous to the final enactment of the 
Guertin law. The rider was to indicate 
that the surrender values were at least 
as great as those required under the 
law as it stood previous to the Guertin 
law. 


Insurers’ Southern 
Investments Boosted 
$3 Billion Since ‘37 


ATLANTA—Life company funds 
have flowed into southern investments 
for the past decade at twice the rate of 
increase shown for the rest of the com- 
pany, President Holgar J. Johnson of 
the Institute of Life Insurance told a 
state conference of the Georgia Life 
Underwriters Assn. here. These in- 
vestments in the south Atlantic states 
increased during the last 10 years by 
nearly $3 billion. ‘Life company funds 
invested in public utilities in the area 
has more than tripled and those in the 
industrial field have increased 10-fold, 
with mortgage financing gaining 75% in 
the south Atlantic states while increas- 
ing only 25% elsewhere. 


Life Insurance Doubled 


Mr. Johnson said that during the 
same period life insurance owned in the 
south Atlantic states doubled while for 
the rest of the country the rate of in- 
crease was about one-third less. Mr. 
Johnson said every policyholder should 
learn what the reserves in his policy are 
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In 1948, magazines with a combined circulation of 
over 28 millions—and readership of many millions 
more — will bring Prudential messages into United 
States and Canadian homes. Clients and prospects in 
every walk of life . . . in almost every community and 
geographic area of these two countries will be urged 
to see their local Prudential Representative. 


Prudential Representatives know the value of this 
tangible support. And this is but one of many ways 
in which we help them show others that The Future 
Belongs To Those Who Prepare For It. 
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for and what they are doing both for 
himself and the community as a whole 
and that it is largely up to the field force 
to give the public these facts and figures. 


Change Mich. Rule on 
Alien Insurers’ Deposits 


LANSING—The Michigan attorney- 
general’s department has reversed jts 
1941 ruling as to the method of applying 
the requirement that foreign insurers 
must maintain deposits for the protection 
of United States residents whom they 
insure. The 1941 opinion held that the 
deposit must be on a “current” basis 
being calculated in accordance with the 
number of policyholders actually resjq. 
ing in the United States. This made 
it necessary for companies to compute 
the amount of such business, which of 
course could vary a great deal and was 
never subject to exact computation. 

The new opinion reverts to a pre 
1941 opinion which based the deposit 
only on persons who were United 
States residents at the time of applying 
tor insurance. 

The new opinion, prepared by M. M. 
Moule, assistant attorney general, states 
that the “current residence” construc- 
tion is incorrect because it is not in 
harmony with the over-all purpose, 
which is to protect Michigan residents 
who, while living in ‘Michigan, purchase 
policies from agencies in the state repre- 
senting alien insurers licensed under the 
code. The opinion also points out that 
the “current” basis defeats the deposit 
requirement’s purpose, for if an emer- 
gency should impair or wipe out a 
foreign insurer there might be an ex- 
tensive migration of its policyholders 
to the United States, particularly older 
and more heavily insured policyholders, 
who would be permitted to share in the 
company’s trusteed United States de- 
posits, thereby jeopardizing or diluting 
protection of persons who obtained their 
policies in the United States. The opin- 
ion noted that the attorney general had 
been impressed ‘by the sound arguments 
submitted by the Canadian life com- 
panies. ; 


Provident L. & A. Employes 
Get Lake Recreation Tract 


_ The Provident Club, social organiza- 
tion of home office employes of Provi- 
dent Life & Accident, has acquired a 
44-acre tract bordering on scenic Chick- 
amauga Lake for development as a rec- 
reational area. The wooded tract, 14 
miles from the home office, is ideally sit- 
uated for all forms of outdoor recreation. 
It forms a peninsula providing two shel- 
tered coves, one with a beach for bath- 
ing and one adaptable for boating facili- 
ties. Development and building on the 
property will begin as soon as the 





weather permits. 


American Mutual Leaders | 


. D. Serrill, manager of American 
Mutual Life’s Minnesota agency, won 
the 1948 president’s trophy award for 
outstanding production, persistency and 
agency building. M. Law, general 
agent at Chicago, is president of the 
1948 Production Club and H. L. Fuller, 
general agent at Omaha, is vice-presi 
dent. Persistency leader for the year 
was J. H. Bosch of the Minnesota agen- 
cy. Leading agent in paid production 
for 1947 was C. L. Johnson of the Okla- 
homa agency. 


Miller Wins Veterans Trophy 


Paul N. Miller, manager of the north 





shore district of Metropolitan Life at 
Chicago, won the company’s veterans 
trophy for 1947 for the midwestern tet- 
ritory, and was second for the entire 
United States and Canada. 

Mr. Miller has won the midwesterl 
trophy four times previously and in 1944 
won the Ecker award, the companys 
highest honor. 





Colonial Life has resumed membet- 
ship in Life Insurance Assn. of Amet- 
ica. It withdrew in 1943. 
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Figures from Companies’ Annual Statements 
Increase Surplus to New Ins, in Increase Prems. Benefits Total 
Total in Policy- Bus. Force Dec. in Ins. Income Paid Disburs. 
Assets Assets holders 1947 31, 1947 in Force 1947 1947 1947 
$ $ $ $ $ $ $ $ $ 
Bankers Life, Neb. ........... 53,440,856 2,685,640 4,768,894 37,892,107 217,994,381 23,641,804 5,185,480 2,228,142 5,373,530 
Bankers Union Life .......... 3,727,765 965,302 629,207 6,313,989 29,427,486 4,846,148 1,075,216 219,635 604,483 
Boston Mutual .......----+0. 30,245,952 2,457,074 2,521,328 30,100,243 163,442,279 10,843,892 6,753,501 2,439,894 5,230,351 
Commercia] Life, Ariz. ........ 222,619 22,619 167,296 8,102,520 7,197,609 7,197,609 119,886 2,026 94,263 
Cosmopolitan Life K 355,179 722,745 7,529,324 31,010,010 2,716,704 907,513 158,924 609,929 
Farmers Life ......... 452,411 448,004 6,379,463 26,066,443 3,463,939 778,302 136,187 507,015 
Fidelity Union Life . 1,400,883 1,884,879 12,698,898 56,699,986 8,932,146 1,689,038 242,179 1,047,000 
First National, Ariz. ......... 354,174 354,174 162,133 9,909,232 8,343,934 —1,565,297 251,419 105,714 228,754 
Grange Mutual, Ida, .......... 1,401,287 246,499 176,791 1,801,106 9,681,542 1,363,273 298,215 42,287 188,203 
Guaranty Union, Cal. ........ 5,435,829 318,813 1,170,191 1,939,668 26,187,302 475,675 1,206,2281 655,0951 1,100,4201 
Guardian International ....... 2,277,249 —68,416 382,344 12,824,601 31,806,242 1,579,659 648,162 129,438 688,418 
EUOMRO: TALS, We. FZ. cccncccesoss 194,210,234 13,555,749 8,015,559 103,800,068 731,182,772 75,954,860 19,728,147 9,559,683 18,449,623 
Imperial Life, Ont. .......... 146,559,352 8,848,627 8,463,521 70,065,668 452,471,012 46,642,446 15,165,394 8,180,130 15,035,284 
Interstate Life & Accident.... 14,123,333 2,351,039 1,799,102 129,533,338 181,745,814 17,947,263 9,714,556 2,275,647 7,951,156 
Indianapolis Life ............ 52,496,051 4,808,143 3,441,401 28,420,730 193,622,485 18,674,954 6,271,969 2,239,841 5,056,420 
ROWE BAUD cccocvvsesevvecssees 2,628,726 1,190,263 600,537 21,251,876 70,111,284 20,013,592 1,421,323 135,561 670,579 
John Hancock ....... ..2,228,963,772 191,458,076 166,520,2741,692,811,919 9,029,372,525 728,814,038 353,761,980 150,656,182 240,841,650 
Kansas City Life .. ...195,896,203 14,003,828 10,534,851 112,641,638 731,502,131 57,397,107 21,037,325 9,793,550 17,445,683 
Liberty Life, 8S. C. . ... 84,287,615 4,935,784 3,350,022 96,542,481 329,477,381 33,935,028 9,942,611 2,300,621 6,614,477 
Lee te TEED 6s dbo 5 00 060:02 $2,115,791 10,572,983 14,477,602 148,186,657 648,741,658 37,949,322 22,693,722 4,411,086 16,515,841 
Lincoln Mutual, Neb. ........ 5,213,706 —74,801 3,745,741 12,826,080 1,345,240 461,317 475,156 700,662 
London Life, Ont. .........+.+- 269,554,428 22,340,091 207,069,620 1,429,582,990 148,481,546 34,534,921 16,506,430 31,442,394 
Loyal Protective ............+- 7,149,262 1,038,178 5,288,878 18,165,143 3,595,262 499,524 885,4291 2,452,937 
Manufacturers Life + +++. 008,121,439 27,978,200 166,781,601 1,030,414,577 118,719,263 43,664,444 20,861,027 39,940,623 
Midland Mutual ...........0% 56,592,149 3,738,900 21,273,718 183,468,264 13,529,089 5,772,430 2,468,587 4,745,004 
MoGern The occcccesecseseces 3,832,838 182,836 2,527,048 17,554,520 —1,625,634 440,667 154,103 394,700 
Mutual Benefit Life ........1,123,435,461 54,398,062 ‘ 211,264,364 2,583,400,609 121,669,997 91,753,897 64,608,756 103,132,767 
National Life & Accident..... 245,062,946 30,057,655 26,235,937 383,886,007 1,800,551,331 181,901,972 48,465,066 9,140,991 30,493,562 
te a eee eee 366,761,099 24,251,038 17,301,816 134,834,128 929,094,585 100,844,218 36,963,355 24,902,970 36,992,956 
New World Life ..... .-+ 19,532,821 1,781,901 1,857,861 16,298,638 86,584,965 11,083,067 2,873,829 747,786 2,104,098 
Old Dominion Life ... 2,343,382 310,892 257,760 4,880,977 20,044,615 1,712,980 800,111 144,094 560,927 
Pyramid Life, Ark. .......... 3,217,461 277,347 532,007 8,482,080 29,345,596 4,762,371 683,000 242,755 689,301 
Security Life & Accident..... 16,003,938 2,129,096 1,811,381 18,491,611 87,845,117 9,363,484 3,217,8631 912,1741 2,383,5072 
South Coast Life ............- 786,908 149,284 154,541 3,242,827 9,047,485 2,023,593 238,769 14,366 143,615 
State Life Fund, Wis. ........ 1,123,745 51,739 130,003 217,500 3,643,385 113,192 119,447 91,150 113,464 
Buperior Lafe ..sccesscvcscces 2,515,471 316,880 941,277 14,737,499 21,702,961 2,026,021 1,858,345 606,249 1,616,359 
United American ............. 1,633,494 497,598 372,077 4,611,132 19,065,532 2,798,599 757,892 147,911 522,803 
United Fidelity Life ......... 16,973,517 1,865,259 1,994,396 13,831,257 80,848,865 3,738,740 2,429,794 484,751 1,469,029 
Wisconsin National .......... 16,843,776! 1,277,6391 1,192,9481 12,269,204 75,001,466 7,033,214 1,957,022 714,937 1,527,283 
FRATERNALS 

Ane’t Ord., Un’d Wkmn., N. D. 15,835,017 827,064 1,449,730 5,126,047 57,552,535 2,908,403 1,541,957 907,302 1,519,395 
Brotherh’d, Railroad Trainmen 45,001,855 1,835,410 524,989 7,382,750 157,613,332 —3,561,566 11,559,806 8,583,773 10,935,643 
Gleaner Life ...cscccccccvccece 10,194,121 179,876 613,454 3,444,452 42,209,613 1,421,966 1,052,396 798,156 1,219,089 
Woman's Benefit Assn. ....... 55,302,048 1,368,118 3,018,254 5,296,763 121,587,930 319,105 3,221,485 2,589,311 3,862,844 
Woodmen of the World, Neb.. .160,536,807 2,708,471 14,198,184 81,905,664 460,251,243 20,846,843 12,624,562 10,144,520 16,574,931 





1Includes accident and health. 








Metropolitan Ups Maguire; 
Transfers Three Managers 


Thomas J. Maguire, training instruc- 
tor for Metropolitan, has been promoted 
to manager at Rochester, N. Y. He suc- 
ceeds James F. Segerson, who has re- 
tired. 

Mr. Maguire attended Temple Uni- 
versity. He joined Metropolitan in Ger- 
mantown, Pa., in 1930. He was promoted 
to assistant manager in Philadelphia in 
1937, becoming training instructor in 
1941. 

William C. Cline, manager at Lima, 








has been transferred as manager of the 


Clifton district, Cincinnati. He suc- 
ceeds B. E. Lemert. 
Herman W. Allison, manager at 


Huntington, W. Va., has been trans- 
ferred as manager to Lima. 

Joseph Nammer, manager at Meriden, 
Ind., has been transferred in the same 
capacity to Hammond, Ind. He suc- 


ceeds J. B. Sabados. 





Asks Return to Fundamentals 

At the meeting of Kansas City Assn. 
of A. & H. Underwriters Bert A. Hed- 
ges, manager of B.M.A. at Wichita, 


spoke on “Getting to Today’s Market.” 
He suggested doing away with frills 
and accessories and getting back to 
selling the basis of A. & H. insurance 
which is the protection of income. He 
said that. prospecting is important but 
one should not qualify his prospect out 
of the business. He suggested using a 
memorized approach. 


Penn Mutual Lends $5 Million 

Associates Investment Co. of South 
Bend has placed with Penn Mutual Life 
a $5 million 10-year subordinated 334% 
note. 
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Synthesis 





Success, should the geometrician strive to picture it, could never be represented 
by a straight line. Only the polygon would be adequate, for success is a many- 
sided achievement involving a multitude of contributing factors. “‘It is a complex 
molecule, not an indivisible element,’’ the chemist must agree. 

Tragically, it often happens that the man or institution gaining success fails 
to recognize, or forgets, that the accomplishment was the product of more than 
one component—self. Actually, invariably, success results from a combination 
and inter-play of numerous impelling human forces functioning with the deliberate 
purpose of attaining the supreme goal. 

Fortunate indeed is the man or woman linked with an organization whose 
creed is ‘‘the everlasting team-work of every bloomin’ soul!’ 


AMERICAN UNITED LIFE INSURANCE COMPANY 


Indianapolis 
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Sees A. & H. Policy 
As Means of 
Shifting Liability 


AKRON, O.—H. E. Harris, veteran 
agent here became the first permanent 
president of the newly formed Akron 

& Underwriters Assn. A, § 
Goldstein is vice - president; Stanley 
Akers, secretary; H. R. Nichols, treas. 
urer. The executive board is C. H. A}. 
lenbaugh, W. F. Deuber, M. C. Haas 
A. E. Marcus, W. H. Wilson and Allen 
Crist. Thirty-five charter members en. 
rolled. 

Gilbert H. Knight, Cleveland, presj. 
dent National Assn. of A. & H. Under. 
writers, speaking on “Insuring Your 
Business” explained the aims and pur. 
poses of the National association. Fol- 
lowing the dinner and election of officers 
W. R. Dignan, president of Ohio Assn, 
of A. & H. Underwriters, said no think- 
ing man will carry a serious risk him- 
self if he can shift it to another, 

Every wage earner must decide who 
will be liable for the disabilities im- 
posed on him by time, nature and bad 
breaks. He can shift that liability, but, 
he must do it before the disability oc- 
curs. In fact the only pleasure a man 
can get out of a stomach ulcer is the 
satisfaction of knowing he is being paid 
for it by an insurance company. An or- 
dinary father can support a wife and 
four children but it takes four extra- 
ordinary children and a good wife to 
suport one disabled father. But an 
A. & H. policy will conveniently shift 
the liability of supporting that father, 
from the children and wife, to finan- 
cially responsible insurance carriers, 





Industrial Bond Purchases 


‘Were $2 Billion in 1947 


December purchases of more than half 
a billion dollars worth of industrial 
bonds by life companies ‘brought 1947 
purchases of these securities to $2,019,- 
000,000, the Institute of Life Insurance 
reports. Industrial bond holdings at 
Dec. 31 were $4,860,000,000, up 49% in 
the year, and were more than three 
times the 1940 holdings. 

Aggregate new investments in mort- 
gages and securities in December by the 
life companies were $1,294,000,000 and 
for the year they were $9,017,000,000. 





Holds Preexisting Diabetes 
Condition Not Proven 


The federal court at Boston has de- 
cided against Aetna Life in its suit 
against Hub Hosiery Mills. et al. to 
rescind a $40,000 policy on A. J. Tra- 
verse, an owner of the hosiery company, 
on the ground that he had diabetes at the 
time the policy was delivered. The 
court held that while the applicant failed 
to disclose an attack of “chills” or a hos- 
pital checkup about the time the policy 
was delivered to the hosiery company 
there was no misrepresentation. 

As to good health at time of delivery, 
a condition precedent to the insurance 
going into effect, the court held that 
while Aetna’s expert testified that a per- 
son in whom the existence of diabetes 1s 
revealed by a sugar tolerance test prob- 
ably had the disease for a period of sev- 
eral weeks prior to the test, he was un- 
willing to give a categorical opinion on 
that point and hence the court held that 
his opinion that the applicant had dia- 
betes when the policy was delivered was 
inconclusive. The test was made 4 
couple of weeks after the policy was de 
livered, after the company had_ heard 
about Traverse’s hospitalization. 





Correction on 1947 Gain 


American General of Teaxs was €I 
roneously shown in the summary of at 
nual statements in the Feb, 13 issue as 
having $3,808,119 gain in insurance 
force. The actual figure was $13,808,119. 
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ANNUAL STATEMENT 
of 


~The Lincoln 
National Life 


Insurance Company 
FORT WAYNE 1, INDIANA 


Balance Sheet as of December 31, 1947, condensed from the report filed with the Indiana Insurance Department 


RESOURCES 


CASH IN BANK AND OFFICE.................$ 10,489,295.16 
Balances are carried in 58 banks. 
“BONDS: AND ST@GES.. oo 3... ccc csiedicece ees 163,095,522.83 


The Company holds $78,740,207 in U. S. Government bonds 
and $2,118,225 in Canadian Government guaranteed bonds; 
$9,521,782 of state, provincial, county and municipal bonds: 
$7,905,968 in railroad bonds; $40,966,277 in public utility 
bonds; $8,454,608 in industrial and other bonds; $9,411,355 
in industrial and public utility preferred stocks and $5,982,101 
in other stocks. 


MORTCAGE EOANS. §..o. ciccnscse cecebincseceste 131,565,250.54 
$54,783,815 of these are F. H. A. loans guaranteed by the 
U. S. Government and $33,496,082 are G. I. loans guaranteed 
in part by the Veterans Administration. 


LOANS TO POLICYHOLDERS................. 13,779,603.62 
BALANCE DUE ON PROPERTIES SOLD UNDER 

NEE 95K KAP ee ho densest wha gven'c cps 2,392,135.87 
REAL ESTATE HELD AS INVESTMENT....... 5,741,314.94 
HOME OFFICE PROPERTY................... 1,508,812.28 
INTEREST DUE AND ACCRUED............... 1,558,778.14 


Accrued but not yet due $1,365,813.51; due $192,964.63. 


NET PREMIUMS IN COURSE OF COLLECTION. 


These premiums were due but not received at the Home Office 
on December 31. A reserve of corresponding amount is in- 
cluded in our liabilities. 


ALL OTHER RESOURCES..................... 


8,891,887.85 


905,362.67 





TOTAL RESOURCES ..................... $339,927,963.90 


*Detailed list of bonds and stocks will be mailed on request. 


PROGRESS 


Insurance in force showed a gain during 1947 of more than $434,000,000 to 
a total of $2,797,015,739. 


* % % 


New business during 1947 amounted to $630,857,776, the greatest amount of 
paid business in the Company’s history. 


LIABILITIES 


POLICY RESERVES ...........cceeecceecceees $269,525.410.39 


This is the amount which with interest and future premiums 
will pay all policy claims as they mature. 








ADDITIONAL POLICYHOLDERS’ FUNDS...... 5,126,213.18 
Amounts set aside for or already apportioned to policies in 
addition to policy reserves. 
PREPAID PREMIUMS AND INTEREST......... 7,531,438.66 
GEA Da x. obi hic ie cinta sce canasede s 3,402.828.09 
For claims not yet completed or reported. 
RESERVES FOR TAXES PAYABLE IN 1948....., 1,665,231.32 
MISCELLANEOUS CONTINGENCY RESERVES. 20,250.780.02 
General investment contingency reserve $1,000,000.00; con- 
tingency reserve for stocks and bonds 7$1,182,330.82; policy 
revaluation reserve $14,000,000.00; reinsurance mortality 
fluctuation reserve $4,000,000.00; contingency reserve for 
group insurance $68,449.20. 
ALL OTHER LIABILITIES .................... 4,225,960.23 
TOTAL LIABILITIES (except capital)....- *.....$311,727.861.89 
CAPITAL ...................-$ 5,000,000.00 
UNASSIGNED SURPLUS ..... 23,200,102.01 
SURPLUS TO PROTECT POLICYHOLDERS.... 28,200,102.01 
POP AEE cori use bear ok Oe Uk mabceCeaecneuan $339,927.963.90 


+Effect of this reserve is to adjust value of bonds not subject to amortization 
and stocks to the lower of the purchase price or market value. 


HIGHLIGHTS 


Admitted assets increased during the year by $35,478,322 to a total of $339,- 
927,964. This was the largest increase achieved by the Company in a single year. 
cd * %* 


The surplus to protect policyholders increased $3,478,492 during the year 
1947 to a total of $28,200,102. This was the largest increase achieved by the 
Company in a single year. 


NOTE: This balance sheet is applicable in all states except Texas and Massachusetts. In these two states, by reason of certain statutory requirements, it is subject to slight variation. 
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LIFE AGENCY CHANGES 





Wilson Seattle General 
Agent, Associated with Bates 


Mutual Benefit has appointed John O. 
Wilson general agent at Seattle, joining 
r — . forces with Law- 
rence Bates, who 
has been general 
agent there since 
1929. Mr. Wilson 
has resigned as re- 
gional superinten- 
dent of agencies at 
the home office. 

His entire busi- 
ness life has been 
in insurance work, 
starting as agent at 
Kansas City in 
1932. He has had 
selling, sales man- 
ws agement and home 
ofice management work, including a 
period as manager at Jacksonville, Fla., 
for Mutual Benefit. He joined the 
agency department in 1946 to do train- 
ing and supervisory work and after six 
months was elected an officer with re- 
sponsibility for recruiting and training 
field men. 

He was graduated from William 
Jewell College and studied for his M.A. 
in psychology at Kansas University. 























John O. Wilson 









RETURN 
PREMIUM 


Policies provide for 
full coverage begin- 
ning at age 15. The 

death benefit prior to 

age 15 is ghe ‘premiums 
paid with interest thereon 
compounded at the rate of 
2%% per annum. 


Policies Available—Life Paid- 
up at 50, 20 pay Life, 20 Pay 








at 18—Cash Benefit. 


Complete information concerning 
the BERKSHIRE’S JUVENILE 
POLICIES will be furnished upon 
request. 


If you cre a full time Agent of anycompany 
\ “* your surplus business only. 


INCORPORATED 1851 
HARRISON L. AMBER, President 





Theres LIFE iz tre BERKSHIRE 
JUVENILE INSURANCE The Berkshire’s Port- 


cies is outstanding in the Juvenile Market today. 


ULTIMATE AT AGE 1 and RETURN PREMIUM PLANS issued on the 
lives of children from ONE DAY to 14 Years of Age. 


from date of issue except for 
those written under six months of 

age where the coverage for the first 
policy year is at the rate of $250 for 
each $1000 Sum Insured. 
Policies Available—Endowment at 85, 
Life Paid-up at 50, 30 Pay Life, 20 Pay 
Life, 20 Pay Endowment at 65, 20 

Year Endowment, 15 Year Endow- 
ment and Endowment at 18. 


Endowment at 65, 20 Pay Life— 
Cash Benefit and Life Paid-up 








insured child. Payor Death 


“& f hi 


LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 





Mr. Bates will devote his attention to 
pension trust and ‘business insurance, 
and brokerage business. Mr. Wilson’s 
primary activities will be building and 
training an organization in an expan- 
sion program in 19 counties of western 
Washington. 





Ames Succeeds Davies as 
Richmond Manager 


William E. Davies, manager for Mu- 
tual Benefit at Richmond since 1942, is 
resigning managerial duties to devote 
his attention to personal production and 
service to clients in tax and estate prob- 
lems. Samuel R. Ames, who has been 
associated with the Norfolk agency since 
1939, becomes Richmond manager. 

Mr. Ames started life insurance work 
while a law student at Washington & 
Lee University, was in the navy from 
1942 to December, 1945, with the rank 
of lieutenant, and returned to life insur- 
ance with his father, Milton B. Ames, 
ees Benefit general agent at Norfolk, 

a. 


Hendricks to Wichita Post 


Earl R. Hendricks, formerly of 
Dewey, Okla., became district manager 
of Jefferson Standard at Wichita for 69 
western Kansas counties. He succeeds 


folio of Juvenile Poli- 





ULTIMATE 
AT AGE 1* 


Policies provide full coverage 






























*Available in New York State at Ages 
5 to 14 inclusive. 









PAYOR 
BENEFITS 


Payable to age 25 of the 













only and Payor Death or 
Disability Provisions. 










ASK ANY 





GENERAL AGENT 





Grover N. Monroe, who was transferred 
to Beaumont, Tex., as district manager 
there. Mr. Hendricks has been with the 
company since 1946 as special represen- 
tative. 


R. H. Bennett Goes from 
Reliance to Gen’l American 


ST. LOUIS—General American has 
appointed R. H. Bennett, former mid- 
western department manager of Reliance 
Life, as supervisor of the St. Louis 
agencies. Mr. Bennett started in life 
insurance with Metropolitan Life in 
1932, became an assistant manager in 
1933 and for the next nine years was 
connected with various district offices in 
St. Louis. He joined Reliance Life in 
1942 as production manager in St. Louis 
under Frank Vesser, then midwestern 
department manager and now agency 
vice-president of General American. In 
1943 he succeeded Mr. Vesser when the 
latter went to General American as su- 
perintendent of agencies. 

Mr. Bennett was given a farewell din- 
ner by his associates in the Reliance’s 
midwestern department. He is vice- 
president of the Missouri Life Under- 
writers’ Assn., a diréctor of the St. 
Louis association, and a past president 
of the St. Louis C.L.U. 

General American has appointed 
Pearce H. Young as district manager. 
He will devote his entire time to per- 
sonal production and the development of 
his own agency. He has been agency 
supervisor at the home office. He be- 
gan his life insurance career with the 
former Missouri State Life in 1922. 


Walker in Binghamton Post 


Carl A. Walker has been named Bing- 
hamton, N. Y., district manager of Prov- 
ident Mutual Life. He was with Metro- 
politan Life for eight years before join- 
ing Provident recently. 


Open New Denver Agency 


Robert Pobuda has been appointed 
general agent of a new agency which 
Monarch Life has opened at Denver. He 
has been with the Hartford agency since 
1937. 


Barton District Manager 


G. Sydney Barton has been appointed 
district manager by Penn Mutual in a 
new branch of the F. A. Schnell agency 
at Sacramento. 


Named by Pacific National 


The R. H. Jenkins agency of Los 
Angeles and San Francisco has been 
appointed to represent Pacific National 
Life. 


Graham Aid to Humphrey 


H. Horton Humphrey, Newark gen- 
eral agent of Aetna Life, has appointed 
James P. Graham, 3rd, as assistant gen- 
eral agent. Mr. Graham formerly was 
with the Baltimore agency. 


B. B. Hoffman Now a G. A. 


B. B. Hoffman, Buffalo manager of 
Manhattan Life since 1944, has been ap- 
pointed general agent there. He was 
with Prudential for 13 years before join- 
ing Manhattan as manager in Buffalo. 

















Pierce Houston Manager 


Metropolitan Life has appointed Nor- 
val S. Pierce manager at Houston. He 
started as an agent at St. Louis, was as- 
sistant manager there and manager at 
Omaha and St Louis. 


Booklet Treats Agency Costs 


The average production per agent is 
the most significant single item in con- 
trolling agency costs, according to a 36- 
page booklet issued by L.I.A.M.A. en- 
titled, “Keeping Agency Operation Prof- 
itable.” It was written by E. J. Moor- 
head, actuary of L.I.A.M.A., with the 
advice and guidance of a subcommittee 
of the committee on agency costs and is 
being distributed as part of the “Man- 
ager’s Handbook’ for February = 





Manhattan Names Knox 


The general insurance agency of Knox 
& Co. has been named general agent jn 
Oakland for Manhattan Life. Estab. 
lished in 1943, the agency is a co-part. 
nership of Paul A. Knox and his wife, 

In 1933 Mrs. Knox went to work jn 
casualty insurance while Mr. Knox 
started as an agent of Penn Mutual. 
Both attended the University of Calj. 
fornia. 





Robert C. Gordon has entered busj- 
ness with his father, F. F. Gordon, gen- 
eral agent of Bankers Life of Nebraska 
at Spencer, Ia., and will be district man- 
ager there. 


Life Companies’ Texas City 








Loss More Than $50 Million - 


A report issued by the Texas In- 
surance Advisory Assn. on the insuyr- 
ance loss in the Texas City disaster 
places the total at more than $90 mil- 
lion, the largest on record except for 
the San Francisco earthquake and fire. 

That total includes more than $59 
million in life claims. Life companies 
carried group policies on Monsanto 


Chemical Co., Republic Refining Co, 
and other large employers and some 
had large policies on executives killed 
in the explosion. 
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~ COMPANIES 


Mutual Issues Special 
Report to Field Force 


Mutual Life has issued to its agents 
a 5,800 word pamphlet report covering 
agency operations for 1947. This is the 
frst time that a special printed report 
has been made to the field, which of 
course, also receives copies of the an- 
nual report to policyholders. The 
pamphlet reviews the company's com- 
pensation plan, under which the first 
“efficiency income” checks were mailed 
in January, these being over and above 
regular commissions, renewals and serv- 
ice fees. The book also mentions the 
beneficial results of the sales training 
schools on agents’ production and in 
grooming men for managerial posts. 








Union Mutual on the Air 


As a part of its 100th anniversary pro- 
motional program in its home territory 
Union Mutual Life is sponsoring a 26- 
week series of broadcasts ‘by Wayne 
King and his orchestra. The programs, 
a Sunday afternoon feature, are divided 
in commercial emphasis between home 
mortgage loans and institutional copy. 





Examining Pacific Mutual 

Pacific Mutual Life is being examined 
by Arkansas, Ohio, Indiana, Georgia 
and California. 





Colonial Life has declared a regular 
dividend of $1 and an extra dividend of 
$1 per share. 


__ MANAGERS 


Dodson Sees Need for New 
Annuity Table Shortly 


CINCINNATI — Annuity mortality 
should continue to improve and it is 
likely that a new annuity table will be 
published within the next two or three 
years to reflect this greater longevity, 
though perhaps interest yield may in- 
crease enough to offset the better mor- 
tality, M. R. Dodson, vice-president and 
actuary of Ohio National Life, told the 
Cincinnati Associated Life General 
Agents & Managers. He said the 
marked improvement in mortality has 
been at the younger ages but it is hoped 
that the science of geriatrics will soon 
have an effect on the older age death 
rate, in which age group the majority of 
annuity business is placed. 

Mr. Dodson also mentioned the fol- 
lowing points: interest rates are im- 
proving, many lenders now insisting on 
a minimum of 44% on mortgages; the 
greatly increased birth rate should re- 
sult in a tremendous volume of juvenile 
insurance, besides which the life insur- 
ance industry’s attitude toward juvenile 
business has changed for the better in 
recent years; in proportion to our na- 
tional income, a great deal more life in- 
surance remains to be sold; the proposals 
lor a single transfer tax taking the place 
of the gift and estate taxes, and also 
the proposed revision of annuity taxa- 
tion to a life expectancy basis should 
offer marked inducements to the sale of 
life insurance and annuities. 

Mr. Dodson advised his audience not 
to become discouraged if they were op- 
erating with a new ratebook as a result 
of the Guertin law changes, as_ the 
transition period lasts only a short time. 


Harris Addresses Cashiers 


Minnesota 





Commissioner Harris of 


was the speaker at the February meeting ‘ 


of the Minneapolis Cashiers Assn. He 
talked on the workings of the depart- 
ment. 


Form N. O. Cashiers Assn. 


The New Orleans Life Agency 
Cashiers Assn. has been organized witb 


C. W. Glazer as president, Agnes G. 
Gassenberger, vice-president; W. F. 
Stigler, secretary; Mary Louise Ma- 
loney, assistant secrtary; C. T. Dupuis, 
treasurer, and Gladys Defourneaux, 
Martha M. Wright, Philip L. Ziegler, 
and W. A. Spraul as members of the 
board. Meetings will be held the third 
Wednesday of each month. 


North Talks at Detroit 


W. E. North, agency manager of New 
York Life in Chicago and president. of 
the Life Agency Managers of that city, 


* Total Assets ; 





will address a dinner meeting Friday of replace the “code of ethics’ under which 


the Detroit General Agents & Managers 
Assn. on “A Manager’s Responsibility to 
the Field,” the talk he gave last fall at 
the Peoria conference. 





Show Prudential Film 


PITTSBURGH — Prudential’s field 
training film, “Tips for Teachers,” was 
shown at the meeting of the Pittsburgh 
Life Supervisors’ Club. 





Des Moines General Agents & Man- 
agers Club will draft a constitution to 


it has been operating for 20 years. 


55 Enrolled at Purdue 


A full class of 55 students has com- 
menced its basic class in a one-year 
training program at Purdue, the last 
basic course until November, 1948. 











New York Life has moved its Dallas 
office to 1023 Mercantile National Bank 
building. This will be the permanent 
location. Richard P. Koehn is manager. 











* New Individual Life Insurance... 
* New Group Coverage (Life and Casualty) 


Total Insurance in Force ‘ : ; 


e e e e . 


* Number of Policyholders ; : ‘ 
* Average Policy Issued During Year ; 


* Number States Entered for Complete 
Life and Group Coverage . P ‘ 


1946 
194.7 


$87,745,286 
$102,377,819 


1946 
1947 


$29,329,026 
$57,151,613 


1946 
1947 


$805,347,281 
$901,278,400 


1946 
1947 


$290,843,867 
*$3 10,756,251 


*Liabilities $299,326,819 Surplus $11,429,432 


1946 
1947 


158,400 
176,350 


1946 
1947 


$5,132 
$5,978 


1946 
1947 


28 
46 


$16,801,162 was paid to people during 1947 


as a result of insurance with 
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EDITORIAL COMMENT 





How Complete Are Your Group Plans? 


The aim of any plan of insurance for 
an individual or a corporation is to 
make it as comprehensive as possible. 
Gilbert W. Fitzhugh, third vice-presi- 
dent of Metropolitan Life, at the per- 
sonnel conference of American Man- 
agement Assn., outlined what he char- 
acterized as a typical plan of compre- 
hensive group coverage. Mr. Fitzhugh 
admitted that many employers are not 
in a position to adopt the entire plan at 
once, but may have to pick the portions 
which they prefer to adopt first. The 
inference was that each employer, as the 
years go by, should add as much addi- 
tional coverage as possible if he is to 
protect his employes thoroughly and 
reap the benefits in employe relations 
inherent in a group plan. 

No employer can pretend to offer 
comprehensive group coverage unless 
he provides a plan which approximates 
the model outlined by Mr. Fitzhugh. 
What was considered comprehensive a 
few years ago would today be quite in- 
adequate. Many an employer and many 
a producer who had considered a cer- 
tain plan comprehensive may have quite 
a surprise in store when looking at Mr. 
Fitzhugh’s_ specifications, Here they 
are. Check them against plans in which 
you have an interest: 

“A typical plan would include group 


life insurance, equal to approximately 
one year’s salary or normal earnings 
with a maximum depending on the size 
of the group, but in most cases of 
moderate size being $10,000. Quite a few 
plans have somewhat larger amounts of 
group life insurance, for example, 1%, 
1% or twice a year’s normal earnings. 
The plan would also include weekly 
benefit accident and sickness insurance 
of about 50% of the employe’s earn- 
ings, with a waiting period of one week 
and a maximum benefit period of 13 or 
26 weeks. Hospital benefits would de- 
pend to a considerable extent on the 
cost of accommodations where the em- 
ployes would mostly be hospitalized, 
but a common plan is flat $6 a day 
benefit for the employes for a maximum 
of 31 days hospitalization with addi- 
tional amounts up to $60 to cover the 
cost of special hospital services. In many 
cases the benefits for wives and chil- 
dren are somewhat iess than $6, partly 
because of the cost element involved, 
and partly because the employe is bet- 
ter able to meet such expenses when 
he is on the job. Surgical operation 
coverage provides cash benefits to be 
paid under a schedule in which the 
maximum amount payable depends on 
the type of operation performed with a 


~e 


maximum usually about $175. 


The Gearhart Resolution vs. T.D. 5600 


From nearly every practical life in- 
surance angle it is unfortunate that the 
Gearhart resolution freezing the defini- 
tion of employes under social security, 
which is still pending in Congress as 
this issue of THE Nationa UNpeEr- 
WRITER goes to press, had to be brought 
forward to stymie the Treasury's pro- 
posed ruling holding life insurance 
agents and many others to be covered 
by social security. 

It is true that some life companies 
would have had to make considerable 
readjustments under T.D. 5600, as the 
Treasury's ruling was to have been de- 
signated. It is also true that it is debat- 
able whether the Supreme Court and two 
divisions of the administrative branch 
of the government should decide by 
themselves on a matter of such impor- 
tance, how far the definition of the term 
“employe” should be extended, since 
Congress is the law-making branch of 
the government, 

Nevertheless, it appeared that the 
proposed T.D. 5600 was going to solve 
the difficult problem of how to get the 


commission -compensated agent under 
social security without making him at 
the same time an employe under the 
common law, thereby making the ‘insur- 
ance company carry workmen’s compen- 
sation on him and be responsible for his 
actions in matters involving tort liability. 

T.D. 5600 would have created a bor- 
derline class of employes—people who 
were employes to the extent of being 
under social security but not employes 
for workmen’s compensation and _ tort 
liability. It looked like a highly desir- 
able compromise. 

But some in Congress thought that 
the law-making ‘branch was being ig- 
nored and the question seems to have 
changed from how best to meet the 
problem which T.D. 5600 was to cover 
to a question of who should precede 
whom in going in to dinner. 

This feeling on the part of some 
members of Congress that their pre- 
rogatives have been slighted makes a 
poor atmosphere in which to discuss 
T.D. 5600 on its merits. 

In his report accompanying his pro- 


posed resolution Rep. Gearhart says 
that the issue involved in the proposed 
regulation “is whether the scope of so- 
cial-security coverage should be deter- 
mined by the Congress or by other 
branches of the government.” He 
quotes a section of the press release 
on the proposed regulation, which states 
that it “would supersede the common- 
law test, also known as the ‘control’ or 
tort test, used to determine whether a 
‘master and servant’ relationship ex- 
ists.” 

Mr. Gearhart’s report then states: 
“Accordingly, under the proposed regu- 
lations, the question of coverage will be 
determined, not by the Congress, but 
by the social security agency, the Treas- 
ury, and the courts.” 

Unluckily the situation is one that 
companies and agents, no matter how 
much they might favor T.D. 5600, can 
do little about in the way of opposing 
the Gearhart resolution, for the proposed 
regulation is based on four decisions of 
the U. S. Supreme Court which pro- 
fessed to interpret what an earlier Con- 
gress intended in enacting social security 
legislation. 

Supporters of T.D. 5600 could hardly 
try to convince Congress that its intent 
must have been what the Supreme 
Court declared it to be. Congress in- 





tended whatever it intended and al- 
though ‘Congress today is not the same 
in membership as when earlier social 
security legislation was passed, it is stil] 
the final judge of what it meant to 
enact. 

From the point of view of the many 
life insurance people, in company ag 
well as in agency ranks, who see T.D, 
5600 as an excellent “out,” giving them 
social security coverage without the 
other complexities of the employer-em: 
ploye relationship, the unfortunate part 
of the Gearhart resolution is that Con- 
gress may adopt the resolution not be- 
cause of any real disagreement with the 
position of the Supreme Court, the 
Treasury and the social security board, 
but merely in order to maintain con- 
gressional authority in the face of what 
was viewed as a threatened usurpation 
of its prerogatives. 

From some angles even more impor- 
tant than social security benefits is the 
question of vesting companies’ contribu- 
tions to agents’ pension funds without 
the money’s being regarded for tax pur- 
poses as income to the agent in the 
year of receipt. It looked as if T.D, 
5600 would have been a long step for- 
ward in righting this obvious injustice, 
for no such penalty applies to those 
classed as employes. 








PERSONAL SIDE OF THE BUSINESS 





Sheldon Beise, one of the top pro- 
ducers of Bankers Life in Minneapolis, 
has ‘been appointed an assistant to 
Bernie Bierman, football coach at the 
University of Minnesota. When Minne- 
sota was turning out national champion 
teams, he was a star fullback. He will 
handle his new job on a part-time basis 
and will continue his insurance work. 

Alfred J. Riley, underwriting execu- 
tive of Mutual Benefit Life, marked his 
40th anniversary with the company on 
Feb. 24. He has been an officer of 
Mutual Benefit longer than any other 
member of the organization’s present 
official staff. Appointed an assistant 
mathematician in 1922, he became under- 
writing executive in 1933. He is a fellow 
of both actuarial societies and is a 
founder and former treasurer of the 
Home Office Life Underwriters Assn. 

Floyd A. McCartney, district manager 
of Equitable Society of Lansing, Mich., 


DEATHS 


Clarence S. Zipp, 58, of West Hart- 
ford, formerly a member of the legal 
staff of Travelers for 14 years, died. He 
was with Travelers until 1932. 

Lela Hampton Brooks, wife of M. E. 
Brooks, Union Central manager at Mem- 
phis, died of a heart attack there. 

Hugh A. Campbell, 47, died at Okla- 
homa City, after a brief illness. He 
had been connected with Home State 
Life for more than two years and at 











has been named chairman of a group 
seeking to establish a new memorial hos- 
pital there. 

Leiand C. Stephen, president of the 
Joliet (Ill.) Assn. of Life Underwriters 
received a fractured skull in an automo- 
bile accident Feb. 14, in which the driver 
of the other car was killed. Mr. Stephen 
has been in the hospital but is making 
rapid progress toward recovery and it is 
believed will have no permanent injuries. 








the time of his death was superintendent 
of agents for the Oklahoma district. 
He was formerly with American Na- 
tional. 

Stacy H. Hart, 31, district manager of 
Michigan Life at Port Huron, Mich. 
committed suicide by inhaling gas at 
his home. Investigating officers attrib- 
uted his act to an injury he had suffered 
in a traffic accident Jan. 15. An autopsy 
disclosed a brain injury. 

Frank F. Carpenter, 72, with New 
York Life before his retirement, died at 
Pasadena. He went to Pasadena in 
1912. He was in the Red Cross and 
Boy Scouts. 








Opens Texas Loan Offices 

Prudential is opening southeast Texas 
mortgage loan department office at 
Houston, with Robert Inlow in charge. 
That work has been handled from Dal- 
las. Offices also will be opened at San 
Antonio and Harlingen. 
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Wabash 2704. O. E. Schwartz, Chicago Man- 
ager. A. J. Wheeler, Resident Manager. L. N. 
Yellowlees, Advertising Manager. 
CINCINNATI 2, OHTO—420 E. Fourth S&t. 
Tel, Parkway 2140. George C. Roeding, Asso- 


ciate Manager; George E. Wohlgemuth, News 
Editor; Roy Rosenquist, Statistician. 
DALLAS 1, TEXAS — 802 Wilson Bldg., Tel. 
Central 5833. William H. Diack, Southwestern 
Manager. 

DES MOINES 12, IOWA—3333 Grand Ave., 
Tel. 7-4677, R. J. Chapman, Resident Manager. 
DETROIT 26, MICH. — 219 Transportation 
Bldg. Tel. Cherry 2826. A. J. Edwards, 
Resident Manager. 


F. A. Post, Associate 
Assistant Editors: Richard J. Thain, 


BRANCH OFFICES 


OFFICERS: Howard J. 
President and Secretary. 
St., Cincinnati 2, Ohio. 


Louis H. Martin, Vice- 


Burridge, President. 
420 E. Fourth 


John Z. Herschede, Treasurer. 








IN KEY CITIES 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg.. Tel. Victor 9157. William J. Gessing 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg. Tel. Main 5417. R. W. Landstrom, 
Resident Manager. 


NEW YORK 7%, N. Y.—99 John St., Room 1103, 
Tel. Beekman 3-3958. Editorial Dept.—East- 
ern Editor: Kenneth O. Force; Assistant 
Editors: Russell Porter and Donald J. Reap. 


Business Dept.— Ralph E. Richman, Vice- 
Pres.; J. T. Curtin and W. J. Smyth, Resident 
Managers. 


PHILADELPHIA 9, PA.—123 S. Broad Stree 
Room 1127, Tel. Pennypacker 56-3706. E. 
Fredrikson, Resident Manager. 


SAN FRANCISCO 4, CAL.—507 Flatiron Bldg., 
Tel. EXbrook 2-3054. F. W. Bland, Pacific 
Coast Manager. Guy C. Macdonald, Pacific 
Coast Editor. 
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Tells How to Save 
Substandard Sales 


The best way to sell the applicant 
who proves to be substandard is to tell 
him that the company is willing to go 
to additional examination expense be- 
cause it thinks he may be insurable, 
Dr. R. W. Finegan, assistant medical 
director Metropolitan Life, told the 
New York City C.L.U. Chief impair- 
ments, he said, are heart diseases, can- 
cer, ulcers, diabetes, tuberculosis, and 
psychoneuroses. 

Dr. Finegan said that some insur- 
ance may be sold if the applicant is 
assured that his impairment may be 
temporary and that if he accepts the 
policy the company may lower the rate 
after a certain number of years. A 
few companies have an automatic re- 
moval of extra premium after a set pe- 
riod. 

Dr. Finegan said that home offices are 
doing everything possible to aid the 
agent to write impaired risks. Most 
companies will send their results of ex- 
aminations to the family physician who 
can help clear up any impairment that 
makes the applicant uninsurable. If the 
family doctor thinks the findings of the 
company are not significant the com- 
pany will reconsider the case, and, if 
the risk is large, may pay the cost of 
a specialist or for special examinations. 

Dr. Finegan conducted a_ half-hour 
question and answer period. Most of the 
questions were based on case histories, 
the majority having to do with the 
medical department’s attitude on blood 
pressure readings. 





Chicago Plans Seminar 


Plans for a six-week seminar on the 
theme, “Money in the Current Econ- 
omy” to start March 9, sponsored by 
the Chicago C.L.U. chapter, were an- 
nounced at the chapter’s luncheon 
Tuesday by Lorraine Sinton, Mutual 
Benefit. She and R. T. Markley, Equi- 
able Society, are co-chairmen of the 
special events committee which has 
charge. E. S. Hewitt, chapter presi- 
dent, will preside. 

Sessions will be in Equitable’s audi- 
torium Tuesdays 5:30-7:30 p. m. Sub- 
jects include: The Federal Reserve Sys- 
tem and Its Recent Operation in Money 
Control; Money & Credit—Where the 
Banks Are Willing to Lend; The Pres- 
ent State of Business; Instruments of 
Finance, New and Old; Marketing & 
Money; The Human Equation. The 
course is only for members. 


Starr Hartford Speaker 


E, A. Starr, assistant superintendent of 
agencies of Connecticut Mutual, spoke 
at the Feb. 25 meeting of the Hartford 
C.L.U. chapter, on employe retirement 
plans, with particular emphasis on pen- 
sion trusts. A discussion period was held 
following the talk. 


~NEW YORK 


CL.U. TO MEET MARCH 16 


_The next luncheon meeting of the 
New York City C.L.U. chapter will be 
held March 16 at Hotel Martinique at 
12:30 p.m. Stuart Smith, vice-president 
of Connecticut General, will speak on 
‘Advanced Estate Analysis.” 














L.U.T.C. MEETS MARCH 4 


The Life Underwriter Training Coun- 
cil will hold a meeting March 4 for gen- 
eral agents and managers whose agents 
are enrolled in the training program. 
he meeting will start at 10 a.m. at the 
Hotel Pennsylvania. Agents and in- 
Structors taking part in the course will 
speak as will E. L. G. Zalinski, head of 
LU.T.C. 
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Jan. Sales Up 2%, 
Ordinary Ahead 8%, 
Industrial Off 17% 


January sales of life insurance were 
$1,781,880,000, an increase of 2%, accord- 
ing to L.I.A.M:A. 

Ordinary accounted for $1,331,394,000, 
up 8%. Industrial amounted to $272,- 
132,000, down 17%. Group was $178,- 
354,000 down 3%. Group does not in- 


clude additions under contracts already 
in force. 

The substantial increase in ordinary 
over January, 1947, is apparently due in 
large measure to the fact that a great 
deal of the business sold before CSO 
Jan. 1 deadlines did not show up as 
paid production until after Jan. 1. 





Munson General Counsel 


Newell C. Munson has been appointed 
general counsel of Indianapolis Life. He 
graduated from University of Wisconsin 
in 1930 and from Harvard law school in 


1933 and practiced law in Chicago in 
1934-5, associated with Tappan Gregory. 
He is a member of Wisconsin, Illinois 
and Indiana Bar associations and served 
as a member of the study commission on 
Indiana laws. He is a member of the 
legal and legislative committee of Indi- 
ana Assn. of Legal. Reserve Life Insur- 
ance Companies. 





The Detroit local agency of C. M. 
Verbiest & Associates has moved to en- 
larged new headquarters at 2210 Park 
avenue, Detroit. W. B. Dibble has been 
named head of the life department. 








CONTINENTAL AMERICAN 


™ 


New Record of Progress 


40th ANNUAL STATEMENT | 
December 31, 1947 


The year 1947 established a high water 
mark in achievement by Continental 


establishes a 


American. This was accomplished 
through the outstanding work of our 


Veteran Field Force, supplemented by 
the group of carefully selected and 
thoroughly trained new Field Repre: 
sentatives. Here are the Highlights: 


/ The volume of new business paid for 
was the largest in the history of the 
Company, increasing 3% over 1946. 


2 


2 


objective is to 
writers. 





An average new sale of $7,413 per 
policy further increased the Company’s 
average policy in force to $5,108. 


24% of the production of the Company 
came from new full time men (less than 
_ two years with the Company) whose 
become career under-— 





Life insurance in force increased by 
$14,432,889, resulting in a total of 
$206,366,139, an all-time Company high. 





e * 
ASSETS 
Bonds: U.S. Government ..... $20,495,801.83 37% 
Canadian Government...... 49,183.16 *: 
State, County and Municipal . . 734,675.05 1 
WORY a ioc crcdsegtcs cect - 4,565,097.85 8 
Railroad ..............645 289,193.02 1 
ee ee eee 62,634.15 _ * 
Total Bonds..............4.5 $26,196,585.06 48% 
First Mortgage Loans......... 21,612,273.85 39 
Home Office Property ........ 727,998.80 1 
Other Real Estate............ 218.47 * | 
Preferred and Guoranteed Stocks 1,137,430.25 2 } 
Common Stocks. ............. 52,400.00 * 
Policy Liens Within the Reserve.. | 3,674,673.00 7 i 
Cash in Banks and in Office ... 1,672,451,42 3 
TAD fos bo Es ees $55,074,030.85 100% ] 
*Less than 4 of 1% 
LIABILITIES 
Policy Reserves ........secseseeeseee $49,976,026.67 
Reserved for Policy Dividends, Taxes, etc. 1,083,581.29 | | 
Contingency Reserves—investments ..... 226,768.99 
Future Interest Requirements......... 250,000.00 


Capital Stock 


TOTAL LIABILITIES, EXCEPT CAPITAL. . $51,536,376.95 


oes eee 


TOTAL SURPLUS AND CAPITAL STOCK = 3,537,653.90 . 
CONTINENTAL AMERICAN 
LIFE INSURANCE COMPANY 

WILMINGTON, DELAWARE 
A. A.Rydgren, President M.S. Bell, Vice-President _ 





$ 637,530.00 
« 2,900,123.90 


$55,074,030.85 
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Careers of Six Men 
Advanced by State 
Mutual Outlined 


Ross B. Gordon, whose advancement 
to senior vice-president of State Mutual 
Life was reported in the Feb. 13 issue, 
has been with the company for 40 years. 
He was born in Brampton, Ont., and 


was educated there and in Toronto. He 
took up life insurance work in 1903, Fol- 
lowing the first world war there was a 
sharp increase in the volume of new life 
insurance and Mr. Gordon was made as- 
sistant supervisor of applications. As 
risk selection attained the stature of a 
major executive function, Mr. Gordon 
was made supervisor of applications in 
1925 and vice- -president in charge of un- 
derwriting in 1930. He became a di- 
rector in 1935 and a finance committee 
member in 1939. A past president of the 








DID YOU KNOW 


that the wide facilities and excellent 
service of the Manufacturers Life include: 


DOUBLE FAMILY IN- 
COME BENEFIT ($20 
monthly income per $1000) 


MORTGAGE REDEMP- 
TION PLANS —geared to 
F.H.A. 


PENSION TRUSTS — with 
Life Insurance or 100% on 
Deferred Annuities 


INSURANCE ON SE- 
LECTED DIABETICS 


SINGLE 
End. 


UP TO $200,000 
PREMIUM on Life, 
and Annuity Plans 


LOW TERM RATES on 5, 
10, 15, 20 year and One Year 
Renewable Plans 


FAMILY INCOME TO AGE 
65 — also regular 10¢ 15 and 
20 year F.I.B. 


FOREIGN TRAVEL and 
RESIDENCE COVERAGE 


PARTICIPATING and NON- 
PARTICIPATING RATES 


INSURANCE IN FORCE, $1,095,256,531 
(Including Deferred Annuities) 


ASSETS, $358,121,438 


THE 


MANUFACTURERS 


INSURANCE 


HEAD OFFICE @ 


LIFE COMPANY 


TORONTO, 


CANADA 








LIFE INSURANCE 


COMPANY 


Home Office Life Underwriters Assn., 
he is currently serving on its executive 
council. 


Others were re- 


whose promotions 





R. B. Gordon N. P. Wood 
ported in the same issue are Nelson P. 
Wood, Arthur W. Johnson, Carl A. 
Whitman, Hjalmar H. Skog and Sher- 
man S. Ludden. 

Mr. Wood, who has been advanced to 





A. W. Johnson C. A. Whitman 

vice- president and secretary, has ‘been 
secretary since 1930. He started with 
the company in 1905, became its cashier 


in Kansas City in 1915, and in Buffalo a 





H. H. Skog S. S. Sherman 


year later. He volunteered for service 
during the first world war, serving in 
the field artillery. Returning to State 
Mutual in 1919, he became home office 


of Cttibelt: 





cashier and subsequently auditor and, in 
1927, assistant secretary. 

As chairman of the planning board, 
Mr. Johnson was advanced to the rank 
of an executive officer. He joined State 
Mutual in 1930 as purchasing agent, be- 
came assistant secretary in 1940, and two 
years ago was given the dual title of as- 
sistant treasurer and assistant secre- 
tary. Although his duties as planning 
board chairman will take most of his at- 
tention, he will retain both of his present 
titles. He is a graduate of M.I.T. and 
was a submarine officer in the first war, 
As planning board chairman he will join 
the senior officers as a member of the 
company’s management council. 

Mr. Whitman, who becomes superin- 
tendent of sales, group department, 
has for 18 months been group depart. 


ment home office representative for 
New England with headquarters. in 
Boston. On graduation from Univer- 


sity of Maine in 1935, he joined Travel- 
ers’ home office group department. From 
1936 to 1941 he was a group field repre- 
sentative in Kansas City and Chicago, 
He joined State Mutual in 1946 after 
serving as a naval officer. 

Mr. ‘Skog, who as tax analyst becomes 
a department officer, joined State Mu- 
tual’s title and claim department in 1930, 
Since 1935 he has been with the law de- 
partment, specializing in insurance tax- 
ation. He was in the army’s fiscal divi- 
sion both here and in Europe. He is a 
former president of the State Mutual 
Fellowship Club, home office employes’ 
organization. 

Mr. Ludden, who becomes manager of 
the policy loan department, joined State 
Mutual in 1926. He was a member of 
the Worcester city cquncil from 1938 
through 1946. He is commander of 
American Legion Post 306. He served 
as a job relations trainer under the’ 
Training-within-Industry Foundation. 

Mr. Whitman and Mr. Ludden, like 
Mr. Skog, are department officers. 





Life of Ga. Promotes Four; 
Names New Medical Chief 


elected A. L. 
and A. E. Thompson vice- 
T. Dobbs, Jr., assistant 
Hatch, assistant sec- 
O. E. 


Life of Georgia, has 
Coffey, Sr., 
presidents; H. 
treasurer and S. P. 
retary; and has appointed Dr. 
Hanes medical director. 

Mr. Coffey has been Florida manager 
for 20 years. He started in the home 
office clerical department in 1903, be- 
came an agent in 1914. 

Mr. Thompson joined Life of Georgia 
recently, having been with the Coca- 
Cola Co., and before that was in the 
automotive sales field in Atlanta. 

Mr. Dobbs joined the clerical depart- 
ment in 1933, becoming office manager 
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FG65 !S A REAL “SPECIAL” =|=44 
FOR AT LEAST FOUR =I=74 
OF THE BEST PROSPECT =|= 
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Dy Anh 
THE YOUNG FATHER WHO NEEDS MORE 
PROTECTION WHILE THE CHILDREN ARE 
GROWING UP, WITH FAMILY INCOME 
ADDED, FG65 IS A REAL ANSWER, 
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GUARDIAN'S FG65 IS A FINE BUY 
FOR THE MAN WITH A GOOD PROGRAM 
WHO NEEDS MORE CLEANUP AND INCOME 








TO OFFSET TODAY'S INFLATION. 
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“THE YOUNG MAN WITH FINE FUTURE 

PROSPECTS BUT NOT MUCH IMMEDIATE 

INCOME, FG65 IS AN OPTION ON HIS 
RETIREMENT PROGRAM—PLUS 

IMMEDIATE PERMANENT PROTECTION 
AT A PREMIUM HE CAN PAY. 
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several years later. He served in the 
navy in the war. | 

Mr. Hatch, for eight years examiner 
in the North Carolina department, joined 
the company in 1944 as chief accountant. 
He graduated from University of North 
Carolina, where he was a Phi Beta 
Kappa. 

Dr. Hanes succeeds the late Dr. H. C. 
Sauls. He graduated from Columbia 
university and Cornell University med- 
ical school. He was an army flight 
surgeon in the war, later becoming resi- 
dent physician at Piedmont hospital, 
Atlanta. 


Devlin Vice-President of 
Confederation Life 


Confederation Life has elected C. D. 
Devlin vice-president and general man- 
ager, and H. C. F. 

Mockridge and R. 
H. L. Massie di- 
rectors. 

Mr. Devlin joined 
the company as an 
agent 38 years ago. 
General manager 
and director since 
1946, he has for 
many years been 
an officer in vari- 
ous life insurance 
agency and man- 
agement bodies in 
Canada and the 
United States. 

Mr. Mockridge is a partner in the le- 
gal firm of Osler, Hoskin & Harcourt, 
Toronto. Mr. Massie is president of 
the insurance firm of Massie & Ren- 
wick, Ltd., and of Dominion Fire. He is 
vice-president of Ensign Insurance Co. 








C. D. Devlin 





Finch Asst. to President 


Neal C. Finch, formerly Ottawa, 
Kan., district manager for Union Na- 








tional Life, has been appointed special 
assistant to E. J. Montague, president 
Commercial Life in charge of production 
for new “dollar security” life policy. 

His headquarters will be at the home 
| office in Phoenix. 


W. F. Meiburg Retires 


Walter F. Meiburg, assistant secre- 
tary of Occidental Life, has retired from 
active duty after nearly 44 years of 
service with Occidental and, prior to 
1937, with Guaranty Life. 

He entered the policy issue depart- 
ment of Guaranty Life in 1904, became 
secretary in 1925 and secretary-treasurer 
in 1935. Occidental reinsured Guaranty 
in 1937. Mr. Meiburg was subsequently 


elected assistant secretary of Occidental. 
He remined in Davenport, Ia., where he 
was active in the Guaranty branch. 


Weins Vice-President 
of Equitable Society 


Raymond H. Weins, controller of 
Equitable Society, has been appointed 
vice-president. He 
joined Equitable 
in 1937, was made 
administrative as- 
sistant to President 
i Parkinson 
two years later, 
and named control- 
ler in 1945. He 
served as a major 
in the first world 





nes | 





war and in 1920 
Was appointed as 
assistant to the 


chairman of the 
U. S. shipping 
board. Immedi- 
ately before joining Equitable he served 
as credit department manager of the Ex- 
port-Import Bank in Washington. 


R. H. Weins 





New England Advances 
Ray, Hill, Arnold, Miss Burr 


New England Mutual has_ elected 
Philip C. Raye 2nd vice-president and 
secretary, John Hill 2nd vice-president, 





John Hill 


P. C. Raye 


Doane Arnold assistant secretary, and 
R. Winifred Burr assistant secretary. 

Mr. Raye joined the actuarial depart- 
ment on graduation from Amherst in 
1927, became assistant to the underwrit- 
ing vice-president in 1934, assistant sec- 
retary in 1940, and secretary last year. 
He is an authority on life insurance tax 
problems. 

Mr. Hill, a graduate of the University 
of Minnesota in 1929 and of the Harvard 
school of business administration in 
1933, joined the company 15 years ago. 
He is a C.L.U. and was chiefly engaged 
in editorial and educational work until 
1941, when he became assistant to the 
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GUARDIAN'S FG65 IS A NATURAL 
FOR BUSINESSMEN WHO WANT A 
PARTNERSHIP OR STOCK RETIREMENT 
PLAN THAT WILL COVER A QUSINESS 
UFETIME AT LOW PREMIUM OUTLAY, 








JOHNNY GRAPH-ESTATE 4, 
a “THE CASE FOR FG65” 
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president. As a naval officer he was in 
eight major actions in the south Pacific 
He was elected an assistant secretary 
two years ago. 

Mr. Arnold graduated from Dart- 
mouth in 1927, joined the company in 
1930, and has been manager of the un- 
derwriting department since 1941. He 
is a member of the executive council of 
the Home Office Life Underwriters 
Assn. 

Miss Burr is the first woman to hold 
an elective office in the company. A 
Vassar graduate and president of the 
Vassar club of Boston, she has been 
secretary to President G. W. Smith 
since 1930. 


Hadden Succeeds Thompson 
as Great American’s Head 


Will S. Thompson has retired as presi- 
dent of Great American Life of Kansas 
and becomes chair- 


man. Succeeding 
him is Frank A. 
Hadden, who has 


been vice-president 
and secretary. 

J. C. McCarroll, 
treasurer, becomes 
vice - president and 
treasurer and Al- 
bert E. Joens, as- 
sistant secretary, is 
now secretary. E. 
W. Panning was 
elected assistant 
secretary. 

Roy C, Davis 
continues as general counsel and Dr. A. 
E. Gardner is medical director. 


Added to N. Y. Life Board 


Raymond Rubicam and J. P. Stevens, 
Jr., have been elected directors of New 
York Life. Mr. Rubicam, co-founder 
and retired chairman of the Young & 
Rubicam advertising agency, is vice- 
chairman of the Committee for Eco- 
nomic Development and chairman of its 
research and policy committee. Mr. 
Stevens is president of J. P. Stevens & 
Co., New York City. 


Two Men Are Promoted 


Jefferson Standard has_ promoted 
Clair C. Conner from assistant manager 
to associate manager of the mortgage 
loan department, and Edwin Hall to as- 
sistant escrow officer. 


SALES MEETS 


Biloxi for Federal Clubs 


Federal Life of Chicago will hold its 
producers’ club meetings at Buena Vista 
hotel, Biloxi, Miss., May 3-8. About 150 
will attend, including members of the 
“Inner Circle’ and Federal Life Clubs 
with their wives and several company 
officials. Wives of Inner Circle members 
are guests of the company, since the 
insurance production requirement is 
nearly twice as great for Inner Circle 
qualifiers as for Federal Life Club. 





W. S. Thompson 




















Twelve Graduate in Course 


Twelve Pacific Coast agents of Reli- 
ance Life were graduated Feb. 18 from 
its regional school held in San Francisco 
under supervision of Jack E. Rawles, 
national training director, and William 
J. Dowd, Pittsburgh, associate director. 

The agents qualified for the school by 
completion of a 26-week study course. 

Diplomas were presented by Jay N. 
Jamison, executive vice-president. 


Occidental Regional School 


More than 30 agents of Occidental 
Life attended a regional school at Hol- 
lywood under the tutelage of Lester S. 
Roscoe, director of field training. Robert 
W. Yeager and William D. Bacon, as- 
sistant directors, and Douglas L. McIn- 
tyre, who is in charge of correspondence 
courses for agents. Instructors on spe- 


cial subjects were D. C. MacEwen, su- 
perintendent of accident and sickness 
sales; Don L Hartman, assistant group 
superintendent, and Dixon True- 
blood, director of advertising. Raymond 
H. Belknap, director of agencies, wel- 
comed the class at the opening session. 


Peoples, D. C., Holds Rally 


Peoples Life of the District of Colum- 
bia held its annual agency convention at 
Washington. About 200 were on hand, 
including managers and leading produc- 
ers. Chapman, director of 
company relations of L.I.A.M.A., was 
the banquet speaker. 





Columbian Mutual Leaders 

C. A. Baker of Birmingham was 
leading general agent of Columbian Mu- 
tual Life for 1947 among agencies hav- 
ing $400,000 or more of paid business 
and Maury Wade of Humboldt, Tenn., 
was leading general agent of offices 
having below that amount. General 
Agent J: Ben Stallings of Tupelo, Miss., 
was runner up to Mr. Baker and Joab 
Langston of Philadelphia, Miss., placed 
second to the Wade agency. 








Profit Sharing Forum 


Illinois State Chamber of Commerce is 
sponsoring a forum meeting on pension 
and profit-sharing plans at Chicago the 
afternoon of Feb. 26. E. H..McDermott, 
of McDermott, Will & Emery, will pre- 
side as chairman of the federal taxation 
committee, and the speakers will be W. 
L. Kettering of Westinghouse Electric 
Corp.; Franklin J. Lunding, Jewell Tea 
Co.; A. B. Hughes, Monsanto Chemi- 
eal Ca. 


Wins $50,000 Air Issue 


The federal court at Wilmington, Del., 
gave a decision that Mutual Life is not 
liable under its $50,000 policy on Rich- 
ard C. du Pont, who died while he was 
making glider tests for the army for 
prosecution of the war. The policy con- 
tained an aviation rider and a war clause. 
The judge held that while Mr. duPont 
was not in the uniform armed services, 
he was performing military service, as 
the tests were made for the army and 
he was subject to instructions of mili- 
tary authorities. 














Fifty-seventh Year of Service 
to the Families of New' England 

















PENTER'S UNDERWRITER 


Accident — Health — Hospitalization 
An indispensable adjunct to Home Office, 
Branch Office, Underwriting and Claim 
Departments. Equally indispensable in 
training old and new life, accident and 
health agents in the profitable method of 
field underwriting. 


Practical Gift to 1947 Sales Club Members 
885 pages — 6” by 9” — Illustrated 
30 Chapters Single copy $10.00 
Paramount Publishing House 
108 N. Second Avenue Dallas 1, Tezas 
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Franklin Life‘s Housewarming Draws 
22,000 to Inspect New Building : 





More than 22,000 persons, or about 
one-fifth of Springfield’s population, vis- 
ited the new Franklin Life Building in 
the two days that the company held open 
house for the public. So great was the 
turnout that some stood in line for two 
hours before the guides could take them 
on tours of the building. The building 
was open until late both nights to ac- 
commodate the huge throngs, Many vis- 
itors climbed the stairs all the way to 





On January .25, 1867, 


the 11th floor because so many others 
were waiting for the elevators. 

The day before the public inspection 
the building was officially opened with 
Governor Green of Illinois cutting the 
ribbon across the doorway and with 
addresses by the governor, Insurance 
Director Parkinson, Mayor Eielson of 
Springfield and President Charles E. 
Becker. 

Following this there was a luncheon 


the Equitable Life of 


‘ Towa was founded in Des Moines, then a 


frontier town of 8,000 people. 


The 81 intervening years have witnessed the 


development of that pioneer enterprise into a 


national institution. 
completion of its first 


In contemplating the 
century of service, the 


Company will continue to conduct its affairs 
in the sound, constructive and progressive 
manner which Time has so thoroughly tested. 


EQUITABLE 
LIFE of 1OWA 


Founded in 1867 in Des Moines 
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Governor Green of Illinois cutting the ribbon to officially open the new Franklin 
Life building. Immediately to the left is President Charles E. Becker and at far left 
is Charles E. Becker, Jr., assistant to the president. 


attended by nearly 500 members of the 
field force, at which Jack Wiseman, St. 
Louis, presented to Mr. Becker a ‘silver 
service on behalf of the general agents. 
There were talks by Mr. Becker, 
Charles E. Becker, Jr., assistant to the 
president; J. V. Whaley, vice-president 
and director of agencies, who discussed 
the sale of the junior insured savings 
plan, which Franklin introduced the first 
of the year; and James A. Hands, man- 
ager of agencies, and F. J. Budinger, 
northern Illinois manager, both of 
whom gave sales demonstrations based 
on the new plan. 

In the, afternoon there were guided 
tours of the new building for the field 
men. At 4:15 many of the visitors and 





More than 22,000 people visited the new 
Franklin Life building on the two days 
the company held open house for the 
public. Some waited as much as two hours 
to start on the guided tours. 


the home office personnel gathered 
around portable radios to listen to a 
broadcast of the noon-time dedication 
ceremonies, the entire program having 
been recorded, plus later comments by 
Mr. Becker and some of the visitors. 

That evening there was a cocktail 
party, dinner, and floor show at the 
Abraham Lincoln hotel. Four genera- 
tions of President and Mrs. Becker’s 
family were present: Mrs. Caroline 
Becker of Springfield, Mr.  Becker’s 
mother; Mrs. Ann Bales of the twin 
cities, Mrs. Becker’s mother; Mr. and 
Mrs. Becker; their son, Charles, Jr., 
their daughter, Mrs. Thomas Cole, and 
their grandson, Thomas Kingston Cole. 
A second grandson was too young to 
attend. 

All visitors were impressed with the 
new building’s beauty, functional effi- 
ciency, and provisions for the person- 
nel’s comfort and enjoyment. There 
are 11 floors of working space and above 
that is a floor for the 320 tons of air-con- 
ditioning machinery. The new building, 
which is connected by a corridor with 
the old building, was originally to be 
eight stories high but even before ground 
was broken two years ago it became 
obvious that such a building would be 
outgrown before it was completed, so 
three more stories were added to the 
plans. The personnel has increased from 


167 in 1940 to 535. Only one floor of 
the new building is not being occupied, 
plus some space on other floors, so Mr, 
Becker was being entirely realistic when, 
in his dedication speech, he predicted 
it would not be many years ‘before an- 
other new Franklin building would be 
dedicated. 

The new building has been designed 
with an eye to aesthetics as well as 
utility. The main lobby has walls of 
red Levanto marble, with a terrazzo 
floor in harmonizing colors. A restrained 
use of blue, red and gold leaf on the 
raised plaster octagons of the ceiling 
gives an impression of dignity and 
richness. 

Walls in the work rooms are a shade 
of green selected to be easy on the eyes, 
while the corridors are lightened with 
a buff hue. The company retained top- 
flight interior decorators. 

On the 11th floor are the offices of 
President Becker, Charles Becker, Jr., 
the lounge and dining room for officers 
and department heads, where visitors 
from the field will also be entertained, 
and two spacious suites for overnight 
guests. The lounge has a black marble 
fire-place and is a handsome example 
of the decorator’s skill, as are the ex- 
ecutive offices on this and other floors 
in the new building. 

Visitors from the field particularly 
liked the display of sales promotion ma- 
terial on the ninth floor, where F. J. 





The office of President Charles E. Becker 
in the new Franklin Life building has walls 
of green morocco leather studded with 


bronze nail-heads. Contrasting with 
walls, drapes and valances are deep rose 
beige carpeting with tan leather chairs 
and couch. 


O’Brien, vice-president and director of 
sales promotion, has his office. On cork 
wallboards are samples: of practically 
every piece of sales or promotional ma- 
terial produced for the use of agents. 
The display makes selection of desired 
material a relatively simple matter. 

An attractive feature of the new 
building is the snack bar in the base- 
ment, which is open for breakfast, lunch- 
eon and at the staggered recess periods. 

At night the building is brilliantly 
flood-lighted. The present lights are 
temporary but will be replaced by per- 
manent lights in a few months. 
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ACCIDENT AND HEALTH 





Doctor Plan Ready 


in Tennessee 


NASHVILLE—A prepayment med- 
ical plan, sponsored by Tennessee Med- 
ical Assn., is ready for operation, lacking 
only final approval at a meeting of the 
association here April 13-15. Operation 
of the plan in any eounty is contingent 
upon the approval of 51% of the physi- 
cians of the county. Tennessee Medical 
Assn. has approved Blue Cross for hos- 
pitalization. Under the proposed med- 
ical plan subscribers must have an in- 
come of less than $3,000. Cost of cover- 
age would range from $24 to $30 
annually. 


Announce National A. & H. 
Assn. Convention Plans 


MINNEAPOLIS — Tentative plans 
for the annual meeting of National Assn. 
of Accident & Health Underwriters 
here June 28-30 have been announced. 
An attendance of close to 700 is ex- 
pected. 

A sales congress loaded with selling 
ideas presented by nationally known 
leaders in the business will top the edu- 
cational program. The entertainment 
will include a smorgasbord at the new 
home office building of North American 
Life & Casualty, the ice show at the 
Nicollet hotel, three luncheons and a 
banquet. 

Those planning to attend are urged 
to send reservations early to O. 
Tripp, 100 West Franklin avenue, 
Minneapolis, reservations chairman. Gen- 
eral convention chairman is Ray V. 
Lynch, Monarch Life, with Conrad J. 
Eliason of Monarch vice-chairman. 


N. Y. Hospitals to Get Extra 
$1 Million from Blue Cross 


As a step to help member hospitals 
to meet current financial difficulties, As- 
sociated Hospital Service of New York 
will grant additional payment of $1 mil- 
lion for the care of Blue Cross patients 
during the first four months of 1948. 








. The payment is the second granted to 


hospitals in recent months. Last No- 
vember New York Blue Cross paid hos- 
pitals an additional $1,300,000 to meet in- 
creased costs in 1947. The payment will 
supplement the approximately $9 million 
which the plan expects to pay hospitals 
during the first four months of 1948. 





Hypertension as Factor in 
Disability Underwriting 


The importance of hypertension or 
high blood pressure in the acceptance of 
risks for disability insurance may have 
been over-emphasized somewhat because 
of its seriousness in the life insurance 
field, it was suggested in a discussion of 
that subject at the February meeting 
of the Home Office Accident & Health 
Underwriters Round Table of Chicago. 
There was no tendency to minimize its 
importance in life insurance, as statistics 
show that there are about 150,000 deaths 
from that cause annually, but it was 
pointed out that hard and fast standards 
cannot be set, as in the acceptance of 
life insurance applicants. Cases of es- 
sential hypertension, where the cause is 
not known and there are not any organic 
involvements, will be accepted at the 
younger ages where the blood pressuie 
figures remain practically constant, al- 
though somewhat above the limit where 
they would be accepted for life insur- 
ance. Heredity is undoubtedly a factor, 
and the higher pressures may be really 
normal in these cases. 

Open to suspicion are cases where 
there is a history of too frequent vaca- 
tions or retirement before age 50. The 
possibility of damage to the heart also 
must be considered. 

Efforts have been made, with varying 
degrees of success, to control or remedy 
this condition by means of diets, one 


XUM 


consisting almost entirely of rice, and 
by operations for removal of parts of 
the sympathetic nerve. This operation 
cannot be regarded as successful in more 
than one-third of the cases and those 
with a history of such operations usually 
will be rejected. Cases of so-called 
malignant hypertension, with organic 
involvements, will not be accepted. 
Jack Penrith, United, was chairman 
of this meeting, with Harmon K. Greene, 
American Income, as secretary. Fred B. 
Whiteley, Continental Casualty, will be 
chairman for the next meeting March 18, 
and L. Eubanks, United, secretary. 


Form Accident & Health 
Assn. at Austin, Tex. 


The Austin (Tex.) Assn. of Acci- 
dent & Health Underwriters was or- 
ganized following a meeting there of 
the executive committee of the Texas 
association. R. Bodie, Republic Na- 
tional Life, is president; M. H. Miller, 
American Hospital & Life, vice-presi- 
dent; Everett L. Davis, Western Re- 
serve Life, secretary-treasurer. Herman 
Andrew, Business Men’s' Assurance, 
San Antonio, spoke on membership 
qualifications. 

Chairman Porter Bywaters, Employ- 
ers Casualty, Dallas, presided at the 
state executive committee meeting. He 
said the matter of mass selling was 
considered at the meeting of the national 
executive board at Indianapolis, and is 
being studied. 

O. D. Harlan, president of the Texas 
association, spoke of the constant legis- 
lative threats of state or federal con- 
trol. He stressed the value of the serv- 
ice which agents are rendering and 
their duty to see that the public be- 
comes acquainted with this service. He 
emphasized the need for ethical selling 
and service. Then Emerson Davis, In- 
ter-Ocean, Dallas, spoke of the benefits 
of meeting other accident-health men 
in local meetings. 

The committee will hold its next 
meeting at Corpus Christi March 20, 
and organize a local association there. 





Physicians Plan in Ontario 


TORONTO—Ontario’s new “doctor 
insurance plan” has gone into effect, 
under the name of Physicians Service 
Inc. A total of 4,000 doctors are ex- 
pected to participate. 

It offers two plans to employed 
groups, surgical and obstetrical for 
groups of five or more, and complete 
medical care, including home, office and 
hospital calls, for groups of 15 or more, 
provided 75% enroll. In cases where a 
doctor calls in a specialist for consulta- 
tion, the specialists’ costs will be paid. 


Col. A. & H. Men Incorporate 


The Colorado Assn. of A. & H. Un- 
derwriters has received its certificate of 
incorporation. It has a membership of 
95 general agents, managers and 
agents. Officers are Ben J. Bursmeyer, 
Massachusetts Protective, Denver, 
president; C. H. Goodson, World, Den- 
ver, vice-president; C. Gale Neiswanger, 
Garrett-Bromfield, Denver, secretary- 
treasurer. A leading producers’ club 
with a qualification requirement of $5,000 
in A. & H. premium is being formed 
within the association. 


News Bulletin at S. F. 


San Francisco Accident & Health Un- 
derwriters Assn. has started issuance of 
a news bulletin for its members. The 
first issue contains an “Editorial in 
Miniature,” “How One Top Producer 
Does It,” by Joseph Deitch, Occidental 
Life, a message from President H. D. 
Quigley of Mutual Benefit Health & 
Accident, and the presentation of a 
graphic sales aid. It is in charge of 
Mert Bories and Ray Singleton. 











Your answer to practically any statis- 
gaat ‘enon is in the new Unique Manual- 
igest. 











p Just what does Connecticut General’s ‘extra 


man” offer to a busy brokerage office? 


Take your own office 


perhaps this morning you would 


like a sales presentation to show a client on a 10 payment 
retirement insurance contract with all premiums discounted 
or the answer to a technical question on a pension plan 
your Connecticut General man would have it in your 
hands promptly. The saving in your time is obvious. Our 


service for brokers has one aim 


to bring to bear on a 


broker’s problems every facility of the Connecticut General 
organization, including underwriting, actuarial, legal and other 
specialized advice available through its Advisory Bureau. It 


is a service worth investigating 


to obtain it, you need 


only call your nearest Connecticut General office. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 





BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE. ACCIDENT ANO 
HEALTH INSURANCE, SALARY 
ALLOTMENT INSURANCE ANDO AN- 
NUITIES ALL FORMS OF GRrouUP 
INSURANCE ano GROUP ANNUITIES 


Do You Think You Are a Good Producer? 


If so we think you can make some real money 
with our general agents’ contract. 


Attractive Territory Available In 
KENTUCKY 
LOUISIANA 


1OWA 
ARKANSAS 


MISSOURI 
MISSISSIPPI 


For further information write to J. DE WITT MILLS, Supt. of Agents. 


MUTUAL SAVINGS 


OY ld ay ea ae LO) eg 


M/S SOUR/'S FIRST WHOLLY MUTUA 


812 Olive Street 


Allen May, President 
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NEWS OF LIFE ASSOCIATIONS 





Los Angeles Congress 
Speakers Are Announced 


LOS ANGELES-—Speakers for the 
Life Underwriters Assn. of Los An- 
geles sales congress March 10 are: 
Sherman O. Schumacher, Provident Mu- 
tual Life, Akron, O., “I Love Life In- 
surance”; Reed W. Brinton, New York 
Life, Salt Lake City, “Imagination in 
Selling”; Paul W. Cook, Mutual Benefit, 
Chicago, “Key Man Insurance and De- 


ferred Compensation”; Henry E. North, 
vice-president Metropolitan Life, San 
Francisco, “The Importance of Life In- 
surance and the Life Insurance Man 
Today”; Roger Lang, Prudential, Los 
Angeles, “Stumbling Blocks or Stepping 
Stones”; Richard E. Evans, Massachu- 
setts Mutual, Los Angeles, “Get up on 
That Trunk”; David G. Parmelee, John 
Hancock, Los Angeles, “Building a 
Career on the Debit”; Dr. Louis H. 
Evans, First Presbyterian Church, Hol- 
lywood, “Nicker or Nickers.” 





12/31/43 ....... 
12/31/44 .... 
12/31/45 .. 
12/31/46... 
12/31/47 


THE CAPI 


Clarence J. Daly, Pres. 


GROWING WITH THE WEST 


Five Years of growth 


(Insurance in Force) 


...$ 69,608,162 


Enduring as the Rockies / 


Insurance Co. 


Home office — Denver, Colo. 


77,508,721 
86,683,730 
105,137,040 
114,477,799 


TOL LIFE 


H. B. Wendell, Dir. of Agencies 













United States Government on the Atlantic 


Lighthouses at Cape Henry, Virginia 4 
Seaboard. 


[®: old one being first established by the 





HEADLINES OF PROGRESS 


New insurance in 1947 amounted to $21,685,185, increasing insur- 
ance in force to $185,047,483. The average size policy was larger 
than at any time in the last sixteen years. 


Assets reached the highest figure in the Company’s history, 
totaling $50,417,769.35 at the end of 1947. 


Policyowners’ reserves amounted to $41,658,114.74, an increase 
of $2,222,047.99 over the previous year. 


Payments to policyowners and beneficiaries figured 
$2,761,633.74 during 1947, increasing total payments 
since the Company’s organization in 1899 


to $74,561,633.74. 


ATLANTIC LIFE 


INSURANCE CO. 


RICHMOND, VIRGINIA 
Organized 1899 











Fred A. McMaster, Ohio National 
Life, is chairman of the program com- 
mittee. 


Millett Stresses Hazards 
in Tax Situation 


Several hazards in estate planning 
were pointed out at a luncheon meeting 
of Joliet (Ill.) Assn. of Life Underwrit- 
erts by Paul F. Millett of Chicago, tax 
attorney. The meeting was attended by 
about 70 attorneys, accountants and bus- 
iness men in addition to life men. 

Mr. Millett stressed the possibility 
that double taxes may be paid by the 
survivor of the husband and wife who 
have held their property in joint ten- 
ancy. He also stressed the danger of 
taking book values of a partnership or 
corporation unless these are adjusted 
from time to time and cited instances 
where appraisal by internal revenue dis- 
closed the worth of a business was 
greatly in excess of book value at the 
time one of the partners died. 

He dwelt on partnership agreements 
and outlined how these can best be han- 
dled through the expert advice of a 
competent attorney and accountant. Mr. 
Millett also explained how welfare funds 
of some of the large unions are being 
controlled by union officials and told the 
effect which the Taft-Hartley bill has or 
will have on the setting up of such wel- 
fare plans in future. 


Lauds Trouble-Free Aspect 
of Insurance Investment 


Mildred F. Stone, director of policy- 
holder services of Mutual Benefit Life, 
in addressing the Detroit Life Under- 
writers Assn. emphasized that because a 
life insurance investment program takes 
practically no time and attention from a 
man’s own business it is worth extra 
money to him, 

If a man reduces his effectiveness on 
his primary income producing job by 
playing the stock market ar dabbling in 
some other outside investment, that loss 
of effectiveness should properly be 
charged against the outside profit, she 
said. The net gain measured then may 
not look so large. The supposed profits 
actually may be losses when measured 
by what the same money, time and effort 
might have produced in the man’s own 
‘business. 

Miss Stone will give a similar talk be- 
fore the Cleveland women agents Feb. 
27. She also spoke before a Pittsburgh 
women agents group Tuesday. 











Conn. Sales Congress at 
New Haven April 9 


“The Third Hundred Billion” will be 
theme of the Connecticut State Life 
Underwriters Assn. sales congress of 
April 9 in Yale Law School auditorium, 
New Haven. Chairman is C. K. Gordy, 
New Haven general agent Fidelity Mu- 
tual. Wesley A. Sturges, dean of the 
law school, will open the meeting. Six 
life insurance leaders will speak. 

Co-chairman is S. S. Eberth, Travel- 
ers, New Haven. C. J. Zimmerman, as- 
sistant managing director, L.I.A.M.A., is 
in charge of speakers program. 





Hear Myers, Choate at L. A. 


At a meeting of Los Angeles Quarter 
Million Dollar Round Table, Ralph 
Myers, Penn Mutual, spoke on his use 
of transferred and orphaned policyhold- 
ers. He said 26% of his business comes 
from this source. 

Edward Choate, New England Mutual, 
talked on “Long View Prospecting.” He 
gave examples of how “go giving” has 
been much more effective than high 
pressure “go getting.” 





Dayton Congress Program 


Dayton Life Underwriters Assn. is 
sponsoring an all-day sales congress 
March 11. Speakers are Cornelius 
Scheid, New York Life, Cleveland, on 


——<— 


“Ideas That Sell Life Insurance”; D. w. 
Fairfield, Northwestern Mutual, Chicago 
who will talk on programming; C. § 
Ohsner, Columbus broker, who will dis. 
cuss business insurance, and George 
Saas, Indianapolis sales promotion man, 
on building good will. 





Laying Plans for Illinois 
Gathering at Chicago 


Chairmen for the annual life gather. 
ing and sales congress in Chicago, April 
2-3, have been appointed. Aubrey (¢, 
Peters, New York Life, heads the con- 
gress committee of the Chicago Assn. of 
Life Underwriters. C. E. Smith, North. 
western Mutual Life, association presj- 
dent, will preside at the congress, which 
will be held all day April 3. 

R. W. Frank, State Mutual, is chair. 
man of arrangements for the Life 
Agency Managers’ session the afternoon 
of April 2 for general agents and man. 
agers. W. E. North, New York Life, 
president of the group, will wield the 
gavel. 

There also will be held the annual 
meeting of the Illinois Assn. of Life Un- 
derwriters the morning of April 2. Ar- 
rangements are being handled by Earl 
M. Schwemm, Great-West Life man- 
ager, Chicago, state president. 


Pa. Annual Meet in May 


The annual meeting of Pennsylvania 
Assn. of Life Underwriters will be held 
at Allentown May 20-22. 


Quiz Miami “Millionaires” 

MIAMI—Million dollar producers in 
the Miami area acted as a quiz panel at 
a luncheon given in their honor by the 
Miami Life Underwriters Assn. R. B. 
Walker, New York Life, Hollywood, 
Fla., was quiz master. Questions dealt 
with how to become a million dollar 
producer. 

Producers taking part were Alfred 
Lewallen, Mutual Benefit Life; David 
G. Berry, Gulf Life; Walter Pierce, 
Massachusetts Mutual; Walker Lara- 
more, Penn Mutual; Weldon Currie, 
New England Mutual; Herman Binder, 
Travelers; Robert L. Blue, Travelers; 








Glenn Tuttle, Lincoln National; Leo 
Schwartz, Pan-American; A.M. 
Palmer, Massachusetts Mutual, and 


John Norman, National Life of Ver- 
mont. 


So. Cal. Caravan Visits 


The Southern California caravan of 
Life Underwriters Assn of Los Angeles 
visited associations in Riverside and San 
Bernardino counties. 


Ill. Membership Now 3,780 


Membership of Illinois Assn. of Life 
Underwriters at the end of 1947 was 
3,780, the greatest in its history, Marga- 
ret H. Becker of Peoria, executive sec- 
retary, announced this week. C. T. 
Wardwell, general agent of Connecticut 
Mutual at Peoria, state membership 
chairman, reports Illinois stood third 
among the states Dec. 31, being not far 
behind Pennsylvania, second, and New 
York, first. The Chicago association 
with 2,101 paid members on that date 
was second only to New York city in 
size. 

The [Illinois association this week 
published Vol 1, No. 1 of “Illinois Un- 
derwriter,” a monthly bulletin about 
state affairs. It shows 26 accredited lo- 
cal associations now in the state. 








Tells Quality F actors 


LOUISVILLE—To_ write quality 
business the agent needs to know what 
constitutes quality business and some- 
thing of the technique for acquiring it, 
William R. Davis, III, director of ordt- 
nary agencies of Commonwealth Life, 
told the Louisville Life Underwriters 
Assn. He said quality business is char- 
acterized by a good average size policy, 
low collection frequency, sales to buy- 
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Dingman, Benson 
Treat Agent's Role 
in Underwriting 


A tribute to the objectivity of the re- 
marks on underwriting made by Dr. H. 
W. Dingman, vice-president and med- 
ical director of .Continental Assurance, 
and Judd C. Benson, Union Central 
manager, Cincinnati, was made from the 
floor of the Saturday morning forum of 
Chicago Assn. of Life Underwriters by 
an agent who commented that he could 
detect no bias for either the home of- 
fice or the field in either speaker. 

Dr. Dingman developed his thesis 
that the agent to deserve the name “life 
underwriter” must acually underwrite as 
well as sell. To do this he should be 
equipped with the same manuals and 


information given the underwriter in 
the home office. The agent, should 
know the portion of underwriting pro- 
cessing which is expected of him, so 
that he is able to draw out his patient 
on his medical history and know those 
special cases where an electrocardiogram 
and a family doctor’s statement are nec- 
essary. Ignorance of such procedure 
causes delays with irritation to the pros- 
pect and lost business, he said. 


Common Sense Called Important 


He termed common sense an impor- 
tant underwriting trait. For example, 
in evaluating the impress of heredity 
upon one of his risks, the agent should 
remember that you “don’t get a race 
horse out of a truck horse.” He de- 
clared that the mind can no more be 
overlooked in evaluating a prospect than 
his physical condition. An agent should 
shy away from a man he doesn’t like, 
because that man will not like him. 
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Dr. Dingman stressed the importance 
to the agent of telling all he knows about 
his prospect. The man who does so will 
establish a reputation in the home office 
for accuracy, honesty and thoroughness 
and his word will be taken on any case. 

Answering questions from the floor, 
Dr. Dingman said that the effect of new 
drugs such as sulpha and penicillin upon 
underwriting are that they make young- 
sters far more desirable risks than ever, 
while they do not do much to improve 
the longevity at the older ages. These 
drugs have cut down diseases of child- 
hood to a remarkable extent, and con- 
tributed to the comfort and health of 
older people without extending their life 
span. 


Agent Should Assemble Data 


Mr. Benson stressed that the agent 
should organize all pertinent material in 
an unusual case so that all the informa- 
tion gets to the home office together. It 
is so important that the home office be 
able to evaluate all the facts at one time 
that the case should be held up until all 
this information is gathered, he indi- 
cated.” 

The speaker termed speedy physical 
examination as one of the biggest 
faults of underwriting procedure. It is 
up to the agent to impress upon his 
clients that.one of the advantages of 
life insurance is that he will get a thor- 
ough physical examination and that all 
the special tests are necessary for his 
own good. Mr. Benson advocated, 
wherever possible, having the medical 
examiner rather than the agent telling 
the client that a reexamination is nec- 
essary, because few men talk back to 
their physicians. 

Mr. Benson said there are a consider- 
able number of cases where prospects 
resent it when they learn that an inspec- 
tion is being run on them and that an 
inspector has quizzed their friends and 
neighbors unknown to them. In the 
Benson agency there is a rule that every 
applicant will be told that an inspection 
is to be made and have it emphasized 
that it is to his interest to have such an 
inspection. 

He said the agent should furnish four 
references on every case, one of them a 
‘business reference, a financial reference, 
a social acquaintance and a person who 
has known the insured in an overall way 
for a number of years. This aids the 
inspectors immeasurably, and there has 
been almost no trouble on this score in 
nn agency where this is prac- 
tical. 

In the case of a prospect who has 
been found to be substandard, the agent 
should reduce his rating to terms under- 
standable to him and stress the differ- 
ence between the clinical viewpoint that 
would be advanced by his doctor, and 
the underwriting viewpoint. He should 
ask the rated prospect if he would want 
the company to ‘be careless about money 
due his widow. 

Mr. Benson stated that Dr. Dingman’s 
book, “Risk Appraisal,” published by 
the National Underwriter Co., should be 
read by every agent. 





Rockford Assn. to Sponsor 
Educational Rally March 6 


The Rockford Life Underwriters 
Assn. will sponsor its annual educational 
conference at the Hotel Faust March 6 
for northern Illinois and southern Wis- 
consin agents. 

Speakers will include Dr. Henry G. 
Harmon, president of Drake University; 
H. Bruce Palmer, vice-president in 
charge of agencies of the Mutual Benefit 
Life, and Powell B. McHaney, vice- 
president and general counsel of General 
American Life. 

Leo F. Allison, Prudential, Rockford; 
E. L.Vinyard, New York Life, Highland 
Park, and Maurice Paine, Massachusetts 
Mutual, Chicago, will present a series of 
three discussions at the morning ses- 
sion. 

There will be a luncheon, which wives 
of those attending the conference may 
also attend. 

Earl M. Schwemm, Great-West Life, 
Chicago, president of the Illinois Assn. 


N. Y. Bill Would Put 
Estate Tax Onus 
on Life Companies 


Senator Mitchell has introduced in the 
New York legislature a bill that writes 
into the law substantially what Surro- 
gate Delahanty decided in the Zahn 
case. The bill provides that a life com. 
pany makes death claim payments at its 
own risk. If there is any estate tax lia- 
bility, the executors can come back on 
the company. The effect would be to 
hold up all claim payments, and the bil] 
will have substantial opposition. 














of Life Underwriters will attend the aft- 
ernoon session and bring greetings from 
the association. 

The committee named by Dawn A, 
Smith, president of the Rockford asso- 
ciation, to be in charge of the confer- 
ence includes Robert E. Davis, chair- 
man; Wes Herrmann, vice-chairman; 
Sam Tracy, arrangements; W. E. Tur- 
ner, printing; Thomas Bridson, tickets; 
Marshall Grans, hospitality; Les Kos- 
loske, promotion and Chris Harpster, 
publicity. 





Risk Research Executive 
Secretary Joins Ostheimer 


Walter R. McClelland, executive sec- 
retary of Risk Research Institute, has 
resigned to go with Ostheimer & Co, 
Philadelphia brokerage firm. 


Euler Is Utica Speaker 


“Business Insurance” was discussed 
by Joseph Euler, agency supervisor from 
the home office, at an agency meeting of 
the L. H. House agency of Aetna Life 
at Utica, N. Y. 

Three phases of the subject, sole pro- 
prietorship, partnership and close cor- 
poration were considered. 


Mont. Taxes $597,709 


Montana collected in taxes from in- 
surance companies in 1947, a total of 
$597,709, Commissioner Holmes reports. 
Of this amount $482,283 came from the 
2%premium tax. 











Group Plan Improved 


A new and greatly improved plan 
of group life insurance, hospital and sur- 
gical benefits is being made available to 
employes of the home and branch offices 
of Jefferson Standard Life. 

The group life coverage ranges from 
$1,000 to $5,000, and up to $2,000 is on a 
non-contributory basis. 

The company is paying the entire cost 
of the hospital and surgical benefits, and 
the employe may purchase the same 
protection for dependents at low cost. 


Hold Western Va. Parley 


A five-day sales conference for west- 
ern Virginia agents of the Equitable So- 
ciety was held at Roanoke. About 25 
agents and their wives attended. 

The conference was in charge of Otto 
Chadburne and Frank Kirby from the 
home office. 


Offer Fort Worth Course 


Starting the first part of April, a 
course for life agents will be offered in 
Fort Worth. It is sponsored by the 
Fort Worth Life Managers & General 
Agents Club and is under the direction 
of the Fort Worth Retail Institute, a 
division of the public schools. 











_Seattle Life Insurance & Trust Coun- 

cil is again sponsoring a will drafting 
contest for the senior classes at the law 
school of the University of Washing- 
ton. Prizes of $250, $100 and $50 will 
be given to the three students who 
most successfully arrange an overall es- 
tate plan. 
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Valuation of Good 
Will Difficult 


Valuation of a business firm member’s 
interest is one of the most difficult and 
important factors in writing business 
insurance, Deane C. Davis, vice-presi- 
dent and general counsel National Life 
of Vermont, told the Chicago C.L.U. 
chapter at a luncheon Tuesday. And 
perhaps the trickiest factor is appraising 
good will value that will be transferred 
at death of one member to the survivors. 
It may be that the deceased’s personal- 
ity and skill were mainly responsible for 
the good will, and with his death, little 
if any of this value carries over to 
survivors. 

Mr. Davis warned against attaching 
‘too much importance to the internal 
revenue bureau regulations and formulas 
on the subject, “for,” he said, “they are 
not Holy Writ, nor rigid and absolute 
authority.” The regulations indicate a 
method acceptable to the bureau but 
may not be acceptable to executors of 
the deceased member of a firm. “I don’t 
like formulas in buy and sell contracts,” 
he said. The bureau formula, he ex- 
plained, usually develops a value for 
good will about twice what it actually 
is. 

Urges Setting Definite Value 


Mr. Davis advised whenever possible 
leading negotiations to the point where 
the buy and sell value can be expressed 
in the purchase agreement in dollars 
and cents. He said there is no doubt 
but that where three parties to a buy 
and sell agreement are honestly agreed 
on the dollars value of the business 
and include in the agreement and coup- 
led with it in the contract a provision 
for definite and certain prevention of 
any party from selling his business in- 
terest during his life-time in an amount 
exceeding an agreed sum, no matter 
what the revenue bureau may say, the 
value for tax purposes cannot exceed 
the designated amount. 

The bureau formula calls for deter- 
mining value of good will, then giving 
a percentage value to the interest of the 
deceased member, which is applied 
against the good will value as shown. 
The result is allocable to tangible as- 
sets for tax purposes. Mr. Dean said, 
however, where one member’s person- 
ality and skill have been a greater factor 
in developing good will than those of 
other members, sometimes it is difficult 
to calculate a dollars and cents value 
for the good will contributed by any 
member who dies. The life underwriter 
and attorney should consider only the 
good will value which can be passed on 
to the others who survive. The law, he 
said, is plain that the personal character 
of the deceased member is not properly 
includible in the good will figure for 
tax purpose, and if it is included, “some- 
body is going to get stuck.” 


Discusses Family Problem 


He also discussed family relationship 
cases, especially where a father passes 
his interest on to a son. Courts object 
to using any business arrangement as 
a cloak to pass a gift to a beneficiary 
and avoid tax, but Mr. Davis said cer- 
tainly it is proper for a father and son 
to enter a contract. He suggested hav- 
ing both employ an impartial auditor; to 
write a letter employing and instructing 
him, setting forth the desires of both 
parties; that. they recognize a good por- 
tion of the value of the business is due to 
Its head man. Both should pay for the 











A rapidly-growing Company doing 
business in the Central states has 
need for office man experienced 
in Health and Accident under- 
writing, and also a man to assist 
Agency Director in educational 
and editorial work. Young men 
ambitious for advancement have 
unusual opportunity here. Address 
P-9, The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Ill. 
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auditor’s services, and he should be an 
outside, unbiased auditor, although the 
firm’s auditors might check his findings 
on the value of good will and his break- 
down allocating it to various firm mem- 
bers. The auditor should report for- 
mally to the parties, who then would 
agree on a dollars value of the inter- 
ests. 

This procedure greatly helps the tax 
attorney, Mr. Davis said. He has a case 
to present to the bureau. Without this 
record the case may be shrugged aside. 
The law is just the same whether or not 
there is a family relationship, but if there 
is such, courts are prone to consider the 
gift angle in connection with taxation. 

Loyd W. Uebele, Jamison & Phelps 
agency Northwestern Mutual, has been 
elected secretary, succeeding C. E. Lind- 
strom, Travelers, temporary secretary. 
New directors are William Davidson, 
Equitable Society, and Paul E. Hazard, 
New England Mutual. 





Kelley Takes Over 
Houle Agency of 
Mass. Mutual 


Howard Kelley, formerly assistant 
general agent in the Los Angeles 
agency of Massachusetts Mutual Life, 
has been made a general agent at Chi- 
cago, succeeding the late Archibald R. 
Houle. Offices will be continued at 660 
Field building. The announcement was 
made by C. O. Fischer, vice-president, 
during a luncheon at the Illinois Ath- 
letic Club Thursday. 

With an enviable record in agency 
building work, Mr. Kelley joined Massa- 
chusetts Mutual as an agent at Cleveland 
in 1943. He continued at Cleveland in 
his wartime post as director of insurance 
and compensation for General Motors’ 
Cleveland plant. In 1945 he went to Los 
Angeles where he joined the John W. 
Yates agency of Massachusetts Mutual 
and aided in establishing a young men’s 
organization and in training new agents, 
many of whom have become outstanding 
personal producers. He was largely in- 
strumental in producing a_ loose-leaf 
sales kit which is extensively used in 
the company. 

Mr. Kelley entered the life insurance 
business in New York City in 1925 as 
an agent of Phoenix Mutual Life and 
moved to Cleveland the following year. 
He remained with Phoenix until 1943. 
During the last 10 years of that connec- 
tion he maintained consecutive weekly 
production and was a leading producer 
of the Cleveland agency. He was for 
several terms a director of the Cleveland 
Life Underwriters Assn., serving in vari- 
ous Official capacities. A native of Syra- 
cuse, Mr. Kelley received his early edu- 
cation at Buffalo and later at Yonkers. 
He studied advanced life underwriting 
at Cleveland College Western Reserve 
University. 


Named San Angelo Manager 


R. A. Balas has been appointed San 
Angelo manager of Jefferson Standard. 
The office is under the San Antonio 
branch. 





Discuss Trusts vs. Options 


The respective values of life insurance 
trusts and life insurance settlement op- 
tions in srving beneficiaries were dis- 
cussed at a dinner meeting of Seattle 
Life Insurance & Trust Council. 

Victor R. Graves, trust officer of Peo- 
ples National Bank, spoke on the prac- 
tical uses of each on the basis of actual 
experience and Carl G. Koch of the 
law firm of Karr, Karr & Huttle told 
of the advantages and disadvantages 
from the lawyer’s point of view. 





Thiemann Named Chairman 


A. H. Thiemann, assistant secretary 
of New York Life, has been appointed 
chairman of the research projects com- 
mittee of the Life Advertisers Assn. 


Mid-Continent Agents Meet 


‘Combining the annual agency conven- 
tion with the celebration of the birthday 
of President Robert T. Stuart of Mid- 
Continent Life, 400 agents attended a 
meeting at Oklahoma City. Mr. Stuart 
has served as president of the company 
for 31 years. 


Eby Agency Increase 15% 
The Orville R. Eby agency of Kan- 
sas City Life at Wichita ranked seventh 


among the company’s agencies in 39 
states in 1947 production, an increase 
of a half million over 1946 for a total 
of $33% millions of new business. Eight 
members qualified for the President’s 
Club. 





Arthur E. Shepard, who has been with 
the Rankin & Rankin agency, Newark, 
O., since 1938, has joined the Floyd L. 
Turner agency of Columbus. He is serv- 
ing his third term as president of New- 
ark Assn. of Life Underwriters. 








All Parties Agree! 





Multiple Lines Mean Prosperity 
for the Insurance Salesman... 


General American Life has the winning ticket with strong candi- 
dates on Ordinary, Group and Commercial Accident and 
Health slates.... General American Life has just about every 
kind of contract. There are Life and Endowments in both Annual 
and Single Premium... Term.. Annuities, both annual and 
single premium, immediate and deferred ... Juvenile... Salary 
Savings... Pension Trusts. The General American Life man is 
the man with the plan for every insurance need...he’s the 
candidate who is likely to succeed! You're ALWAYS IN 
BUSINESS ... because you're in business ALL WAYS with 
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$3°9 to *6°° single 


a) 1000 Rooms — 1000 Baths 








WHERE YOUR COMFORT COMES FIRST 


Here at the Prince George guests en, the 
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Write for booklet NUL. 


Single room with bath from $8.00 
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Ill. Congress Has 
Fine Program 


John C. Phillips, chief organizer and 
assistant to the president of Modern 
Woodmen, Rock Island, III., was elected 
president of the Illinois Fraternal Con- 
gress at the annual meeting in Chicago 
last Friday and Saturday. He succeeds 
Fred A. Johnson, head of Royal League, 
Chicago, who goes on the executive com- 
mittee. 

Other 
president, 


elected: Vice- 
secretary and 


new officers 
Otto Hanson, 





A JUVENILE'S 
APPRAISAL 


We are letting a juvenile 
member of Royal Neighbors of 
America write this advertise- 
ment. 


In appraising her member- 
ship in Royal Neighbors of 
America she wrote: 


“Training received in our 
Royal Neighbor juvenile camps 
develops honest, successful, self- 
reliant and trustworthy citizens. 
Juvenjle ritualistic work and 
activities develop leadership. 


“Royal Neighbor juveniles 
are taught to be kind and help- 
ful. They are urged to call 
upon those who are sick and in 
distress and so help to lighten 
their burden. In doing these 
things they serve mankind and 
in turn their country. And last, 
but not least, the society pro- 
vides valuable life insurance, 
based on the lesson of thrift, 
and a free health service.” 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILL. 








Members 


147,353 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebraska 














ROYAL LEAGUE 
Chicago, Ill. 


Legal Reserve Fraternal Life Insurance 





Operates Tuberculosis Sanatorium 
at Black Mountain, N. C. 





Service free to members. 





Service at special rates also available to 
members of other societies. 








field manager Independent Order of 
Svithoid, Chicago; secretary, Russell H. 
Matthias of Ekern, Meyers & Matthias, 
Chicago law firm, and treasurer, C. J. 
Del Vecchio, Royal League, Chicago. 

Lendon A. Knight, Royal Neighbors, 
Rock Island, Ill., was added to the ex- 
ecutive committee which also includes 
E. D. Brown, Lutheran Brotherhood, 
Chicago; W. C. Ewan, Fidelity Life, 
Fulton, Ill; T. R. Heaney, head of 
Catholic Order of Foresters, Chicago; 
Miss Mary E. McCullough, head of 
Women’s Catholic Order of Foresters, 
Chicago; W. F. Schultz, Aid Assn. for 
Lutherans, Chicago, and Joseph F. 
Sheen, Standard Life, Chicago attorney. 

Three society presidents took part in 
a local lodge clinic the first afternoon, 
including Farrar Newberry, Woodmen 
of the World, Omaha; Samuel H. Had- 
ley, Protected Home Circle, Sharon, Pa., 
and Mr. Heaney. Mr. Hanson summar- 
ized the talks. 

Mr. Newberry said fraternals must 
study ways and means to get their lodges 
into more activity and suggested presen- 
tation of flags and medalsefor loca! 
achievements and offering essay con- 
tests on Americanism among school 
children, with prize awards. Mr. Had- 
ley said his society finds children ages 
10 to 15 can be most easily interested 
in lodge work. Mr. Heaney declared 
there was no question but that lodge 
activity had deteriorated in the last 
quarter century, and management now 
is faced with the challenge of restoring 
the lodge activities. He said the ques- 
tion has been raised as to whether the 
lodge meetings really are not unpopular 
with most people today, but he feels 
they are not unpopular. He gave as ex- 
ample the fine response to special sales 
effort made on behalf of Thomas H. 
Cannon, chairman of C.O.F., in prep- 
aration for his 75th birthday. 


Others Giving Talks 


Greetings were extended by Super- 
visor E. F. Barnes of the Illinois de- 
partment’s fraternal division; T. 
Midkiff, president of National Fraternal 
Congress and head of W.O.W., Denver, 
with response by Mr. Phillips. There 
was a report on SPAN, the student 
project for amity among nations, by 
Miss Helen Mataya, University of 
Minnesota student. J. Stannard Baker, 
director of research, traffic institute of 
Northwestern ae talked on 
“Traffic Control.” H. Cook, director 
Federal Deposit eas Corp., Wash- 
ington, gave a talk on that agency and 
Dr. Preston T. Bradley, pastor of Peo- 
ple’s Church, Chicago, spoke at luncheon 
on the life of George Washington. 

Harold Allen, publicity director Fidel- 
ity Life, Fulton, Ill, talked on “Can 
Fraternal Management Meet Today’s 
Public Relations Challenge?” 

Retiring President Johnson in his re- 
port stressed the new insurance educa- 
tional acitivities at University of Illinois 
under direction of Dr. Robert I. Mehr 
and recommended the officers keep in 
close touch with the situation there. 
Before the war, he said, there was dis- 
cussion about establishing a summer 
refresher course for fraterial salesmen 
and interested workers, and he said it 
might be well to revive interest in such 
a program by enlisting support of the 
U. of I. officials. 


Pankratz Field Supervisor 
for Fidelity in Kansas 


Fidelity Life of Fulton, Ill., has pro- 
moted O. W. Pankratz, district man- 
ager at Salina, Kan., to field supervisor 
in central Kansas, following resignation 
of Ralph Nichols, who has taken over 
his father’s general insurance agency. 

Mr. Pankratz’ record with Fidelity 
has been outstanding. From May 15, 
1947, when he went on a full time selling 
basis, until Dec. 31, he personally wrote 
$455, 000 of new business, and $74,000 in 
October, establishing a new Fidelity 


record. Previously he was a teacher and 
coach for a number of years. He will 
continue personal production, but also 
will conduct a sales expansion program 
for Fidelity in central Kansas, 


N. F. C. Executives Gather 


The National Fraternal Congress ex- 
ecutive committee held a session in Chi- 
cago last week during the annual meet- 
ing of the Illinois congress. T. W. Mid- 
kiff, president of Woodmen of the 
World, Denver, N.F.C. president, pre- 


~ POLICIES 


Union Central New 
Scale Is Shown 


The new CSO 2%% premium rates 
and 1948 dividends applicable to the 
new policies are announced by Union 
Central. It shows the new premium 
rates for juvenile life insurance in New 
York state separately for those appli- 
cable in other states. The rate tabu- 
lation for some more popular forms 
and at illustrative ages and periods for 
dividends is: 











us 
Mult. Mult 
20 Prot. Prot 
Ord. 20 =r. 710 $10 End. 
Life Pay. End. Yr. Yr. 65 
Age $ $ $ $ $ $ 
10....14.71 25.87 49.00 .... .... 16.90 
15....16.41 28.14 49.29 .... .... 19.14 
20....18.45 30.66 49.70 22.90 11.99 21.92 
21....18.92 31.20 49.79 23.41 12.26 22.56 
22....19.40 31.76 49.90 23.92 12.53 23.23 
23....19.90 32.33 50.02 24.49 12.82 23.93 
24....20.42 32.92 50.14 25.07 13.13 24.68 
25....20.96 33.52 50.28 25.69 13.45 25.46 
26....21.53 34.13 50.43 26.38 13.81 26.28 
27....22.12 34.76 50.59 27.11 14.20 27.15 
28. 22.74 35.41 50.76 27.89 14.60 28.06 
29....23.39 36.08 50.95 28.71 15.03 29.03 
30....24.06 36.76 51.15 29.57 15.48 30.05 
31. 24.77 37.47 51.37 30.49 15.97 31.13 
32. 25.51 38.19 651.61 31.48 16.48 32.28 
33....26.28 38.94 51.86 32.51 17.02 33.51 
34....27.09 39.71 52.14 33.62 17.60 34.81 
35....27.94 40.50 52.45 34.79 18.22 36.19 
36....28.83 41.383 52.77 360.7 18.87 37.67 
37....29.76 42.17 53.13 37.41 19.59 39.26 
38....30.73 43.05 53.52 38.85 20.34 40.95 
39....31.76 43.96 53.94 40.38 21.14 42.78 
40....32.84 44.90 654.40 42.01 22.00 44.74 
41....33.97 45.88 654.89 43.73 22.90 46.86 
42....35.16 46.89 55.43 45.58 23.87 49.16 
43....36.41 47.95 56.02 47.55 24.90 51.65 
44....37.72 49.06 56.66 49.63 25.99 54.3 
45....39.11 50.21 57.85 51.87 27.16 57.35 
46....40.57 51.42 58.10 54.26 28.41 60.62 
47....42.11 52.68 58.92 56.81 29.75 64.24 
48....43.73 54.01 59.82 59.52 31.17 68.25 
49....45.44 55.40 60.79 62.42 32.68 72.73 
50....47.25 56.87 61.85 65.53 34.31 77.78 
51....49.16 58.42 63.00 68.85 36.05 83.50 
52....51.18 60.07 64.25 72.40 37.91 90.05 
53....58.31 61.80 65.62 76.20 39.90 97.62 
54....55.57 63.65 67.11 80.27 42.03 106.50 
55....57.96 65.61 68.73 84.61 44.30 sata wi 
56....60.49 67.70 70.50 89.31 46.76 
57....638.18 69.93 72.42. 94.34 49.40 
58....66.03 72.31 74.51 99.71 52.21 
59....69.05 74.86 76.79 105.46 55.30 
60....72.26 77.59 79.27111.64 58.46 
61....75.66 80.53 81.98 .... .... 
62....79.29 83.68 84.92 
63....83.14 87.07 88.12 
64....87.24 90.72 91.59 
65....91.60 94.65 95.37 
+Per $1,000 face amount. 
tPer $1,000 commuted value—to near- 
est cent. 


Metropolitan Names 
2 General Counsel: 
Collins, Rodgers 


NEW YORK—Metropolitan Life hag 
appointed Joseph H. Collins and 
Churchill Rodgers general counsel, fol- 
lowing the death of General Counsel 
Harry C. Bates. Both have been asso- 
ciate general counsel. Mr. Collins wij] 
handle general legal work and litigation 
and Mr. Rodgers the legal phases of in- 
vestments. 

Charles G. Dougherty, associate gen- 
eral counsel, will be associated with Mr. 
Collins, and W. H. Saunders, Jr., for- 
merly assistant general counsel, be- 
comes associate general counsel and will 
work with Mr. Rodgers. 

H. D. Guthrie, attorney, and Roland 
Maycock, investment attorney, become 
assistant general counsel. 





House to Consider 
Gearhart Measure 
Late This Week 


WASHINGTON — House leadership 
plans call for House consideration late 
this week of the Gearhart resolution to 
postpone the internal revenue regulation 
which would classify most life agents as 
employes under social security. Easy 
passoge was expected by the resolution’s 
supporters. 





L.O.M.A. Graduates Meet 


The L.O.M.A. graduate society will 
hold its annual meeting May 12 at the 
Hotel Sheraton in New York af an aft- 
ernoon seminar and an evening dinner 
with two prenmen? ancears. 








Dividends End of First Year 


Bus. 
Mult. Mult. 


20 Prot. Prot. 
Age Ord. 20 Yr. 710 $10 = End, 
at ife ay. End. Yr. Yr. 65 
Issue $ $ $ $ $ $ 
1 CS a re 
| a Se i ee re 
20.... 3.09 3.03 2.77 4.01 2.10 2.76 
25.... 8.41 38.45 3.12 4.87 2.29 3.06 
30.... 3.81 3.94 3.56 4.89 2.56 3.50 
35.... 4.25 4.44 4.08 5.54 2.90 4.01 
40.... 4.73 4.91 4.62 6.38 3.34 4.57 
45.... 5.22 5.88 5.16 6.75 3.53 5.16 
50.... 5.79 5.87 5.77 6.95 3.64 6.68 
55.... 6.54 6.55 6.60 6.78 3.55 8.55 
60.... 7.56 7.57 7.85 7.80 4.08 .... 
Sisess Oe «Siam GRE cece fees 


7Per $1,000 face amount. 
tPer $1,000 commuted value—to near- 
est cent. 


Midland Mutual A.P.L. Form 


Midland Mutual has sent to its agents 
copies of the automatic premium pay- 
ment endorsement for policies issued be- 
fore Jan. 1, 1948. 








BIG BROTHERS 


Inspired by a record net gain of over 6,000 members in 
their Society’s juvenile department last year, Woodmen 
are enlisting in a Big Brother Project designed to 
achieve a still greater record of growth in 1948. 


Each Big Brother will help Woodmen field representa- 
tives to enroll one or more boys to learn thrift through 
insurance, and to mould their characters by taking part 
in the wholesome fraternal, social and recreational ac- 
tivities of Boys of Woodcraft. 


WOODMEN OF THE WORLD 


Life Insurance Society 
OMAHA, NEBRASKA 
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Carter Chairman, 
Travers Named V.-P. 
of American United 


























in bs American United Life has elected J. 
nsel, fol- DeWitt Carter of Nashville as chairman. 
Counsel He has been a director since 1945. He 
en asso. | succeeds Leslie E. Couch, who had been 
llins will chairman until last month, when he be- 
litigation came president. Edward M. Karrman, 
es of in- treasurer and controller, and Floyd R. 
Fisher, vice-president of the western 
agency division, were elected directors. | 
with Sie *Frank J.. Travers, second vice-presi- 
Jr., for- dent of Lincoln National, has joined 
sel, pt American. | United 
and will Life as vice-presi- 
dent in charge of 
investments. 
: pole Mr. Travers is a 
graduate of Massa- 
chusetts Institute 
of Technology. He 
joined Lincoln Na- 
er tional in 1929 and 
as investment re- 
re search department. 
He was made finan- 
cial secretary and 
then became sec- 
ond vice-president - & Wenwese 
-adership in 1936, nae 
tion late Mr. Travers joined the navy and was 
lution to discharged as a lieutenant commander in 
egulation 1945, returning to the investment de- 
gents as partment of Lincoln National. He was 
;. Easy reelected second vice-president in 1947. 
solution’s Mr. Travers is one of the most active 
speakers on investments in the industry, 
having addressed many national meet- 
ings. He was active in establishing the 
[eet Life Officers Investment Seminar held 
: i annually at Indiana university and has 
iety will lectured for the University of Pennsyl- 
2 at the vania and the American Institute of 
f an aft- | Banking. He is past chairman of the 
g dinner financial section of American Life Con- 
| vention. 
ear 
vi Benson, Parker, Hoyer Speak 
= at Northern Ky. Congress 
oe | §=6COVINGTON—A successful agent 
$ $ has vision—the ability to see the final 
pe: a7 structure of his 
10 2.76 | work and at the 
#3 Het same time he is do- 
90 «64.01 | +Mmg the routine part 
34 457 | of the job, J. C. 
ca ‘e Benson, manager 
es 6965 | Central Union, 
08 .... | Cincinnati, and sec- 
see retary National 
Assn, of Life Un- 
-to near- , derwriters, declared 
| at the Northern 
| Kentucky Life Un- 
derwriters Assn.’s 
m | ies congress. 
ts agents uch an agent un- 
um pay- ; derstands the rela- o> 
ssued be- | tionship between life insurance and peo- 
ple’s objectives, helps the prospect crys- 
tallize his own objectives, interprets how 
aaa life insurance will accomplish those ob- 
jectives, and sells him on the idea of sac- 
rificing immediate for future benefits. 

H. Parker, manager Common- 
wealth Life, Lexington, discussing pri- 
marily the industrial agent said the suc- 
cessful agent follows a logical series of 
Steps: Mastering the insurance con- 
tract’s fundamentals, its application as a 
solution for human needs, prospecting 
fundamentals, an organized sales presen- 
tation, answers to common objectives, 
and a time-control schedule. The aver- 
age agent, however, works by trial and 
etror rather than following a known and 
logical process. 

V. B. Hoyer, John Hancock, Colum- 
bus, O., said that veterans, who consti- 
tute a large portion of the market today, 

a D are insurance-minded, want more secur- 
ity than ever and own more life insur- 
ance than others in the same economic 
stratum before the war. -The agent must 
€ prepared to service this business and 
to answer any questions about NSLI. 
ee! | He urged the use of a sales talk based on 


saving a dollar a week as producing a 
temarkable sales record and generating 





YuM 


confidence of the agent in himself. He 
also endorsed the use of salary deduc- 
tion, with a social security approach to 
the management, using a graph to show 
how SS benefits and life insurance may 
be dovetailed. 

Chairmen presiding were Fred Boh- 
man, Western & Southern, Newport, 


and Angelo Bonavita, Metropolitan, 
Covington. Robert Horton, manager 
Metropolitan, Covington, association 


president, gave a brief introductory talk. 
Farland Wallen, manager Western & 
Southern, Newport, was in charge of 
arrangements. 


Seek to Lift Mich. Ban on 


Investment Real Estate 


LANSING — Consideration is being 
given by Michigan administrative au- 
thorities to a Detroit proposal that legis- 
lation be attempted to broaden the 
state’s constitutional barrier to long- 
term real estate investments by life 
companies or other corporations. 

Governor Sigler said, after being vis- 
ited by a Detroit delegation during the 
past week, that he would submit to the 
attorney-general the issue of whether a 
mere amendment of the insurance code 
by the legislature could enable licensed 
insurers to invest in such properties as 
housing and apartment projects. The 
constitution limits to 10 years the period 
over which corporations generally may 
hold real estate unless it is used in their 
business. An effort to amend the consti- 
tution at the spring election last year 





failed by a narrow margin. That amend- 


ment would have permitted 30-year in- 
vestments in real estate by corporations 
in cities of more than 5,000 population. 

Housing commissions and_ others 
seeking to relieve the acute housing 
problem in the state have viewed the 
virtual ban on insurance company in- 
vestments in this field as one of the 
chief barriers to obtaining adequate 
shelter for the state’s population, par- 
ticularly in the urban centers. 





Book Tells of Insurance 
as One of Jobs for Women 


One of the chapters in a new book, 
“Jobs for Women Over 35,” published 
by Prentice-Hall, New York, deals with 
insurance. The book is written by 
Julietta K. Arthur, professional writer 
on business subjects. 

The author relates several stories 
about women who have made a success 
of life insurance selling and gives some 
of the qualifications that are necessary 
for success in the field. She emphasizes 
the opportunities, the possibilities of 
financial reward, and touches on women 
in the industrial field. 


Wilson Agency Meets 


Production of $5,235,105 for 1947 was 
announced by J. Hawley Wilson, Okla- 
homa general agent for Massachusetts 
Mutual, at the annual agency meeting. 
Home office representatives attending 
were Robert J. Ardison, assistant su- 
perintendent of agencies and Michael 
Marchese, assistant secretary. 

Following a business meeting in the 
morning, a luncheon was given with 50 
guests, including agency members, office 
force and executives and their wives. 

R. J. Dozier, leading agency producer 
for the year was elected president of 
the Oklahoma agency association. 


Makes Reviews Available 


A new editorial service, formerly 
available only to company librarians, 
is offered all in the insurance business 
since Jan. 1 by the insurance group 
of the Special Libraries Assn. The peri- 
odical, “Insurance Book Reviews,” will 
be issued 10 times a year and will list 
and give brief critical reviews of all 
books, pamphlets aud occasional maga- 
zine articles in the casualty, fire and ma- 
rine, life, and social insurance fields. 

Helen M. King, librarian of Provident 
Mutual Life, heads the editorial board. 
The periodical, formerly mimeographed, 
will be printed and published in a new 
format at an annual subscription price of 








$2. Business manager is Mrs. Elizabeth 
M. Grow, librarian of the North Amer- 
ica companies, 1600 Arch street, Phila- 
delphia. 


New Des Moines Directory 


The DePuy Publications of Des 
Moines have published a Des Moines 
insurance directory, which will be is- 
sued annually. It contains the names, 
office addresses and telephone numbers 
of 1,200 Des Moines insurance company 
officials, agents, agencies and organiza- 
tions. 


Occidental Lounges Opened 


Two attractive and gaily decorated 
lounges for employes have been opened 
in the lower level of the Chamber 
of Commerce building which Occidental 
Life recently bought and is remodeling 
as its home office. The lounges will 
serve as lunch rooms and for after-hours 





parties by company groups. A movie 
projection booth, free coffee bar and 
stage are features of the two connect- 
ing rooms, which are modern in design. 

The Chamber of Commerce building 
renovation will be completed by April 
1, when the remainder of Occidental’s 
home office staff of 1,059 employes will 
be housed in the new quarters. Occi- 
dental will initially use four floors and 
the basement of the eight-story struc- 
ture: 


Service Awards Made 


Service awards were made at the an- 
nual meeting of the Albany agency of 
Mutual Benefit Life to R. M. Horton of 
Albany; H. I. Baker, Poughkeepsie; C. 
L. Hequembourg, Schenectady, and E. 
J. Kompass, Wappingers Falls. 

H. Bruce Palmer, vice-president, and 
Harry Petty, supervisor of the home of- 
fice underwriting department, spoke. 








[Modern Woodmen field representatives at one of the all- 
expense trips awarded them for outstanding production.] 


The men and women of the Modern Woodmen 
field force will tell you that “Modern Woodmen 
life insurance protection is much easier to sell than 
They will tell you, too, that the 
understanding attitude of a field-minded management 
and the many profitable leads available through this 
Society’s 8500 local Camps help establish the Modern 
Woodmen field representative in a pleasant and 


‘just insurance. 


well-paying position. 


As a result of the Society’s modern training pro- 
gram for Agents, plus the intelligent and sympathetic 
“helps” provided by the Head Office, this field force 
turned in a record-breaking year in 1946—adding 
34 per cent to Agents’ over-all earnings. ; 


IT’S EASIER TO SELL 
1 | = Y THAN “JUST INSURANCE” 


149 new representatives 
became identified with 
this successful group in 
1946, and Sound a profita- 
ble, pleasant and interest- 
ing profession. Many 
made exceptional records 
in their first year with the 
Society. 


AN OPPORTUNITY awaits 
other qualified men and 
women who wish to em- 
bark upon a respected and 
profitable career. Several 
choice territories are 
available for those who 
qualify—many other ad- 
vantages are to be gained 
by associating with this 
progressive and thoroughly 
Bald. + 3. 





MODERN, WOODMEN 


OF 


WITLALEA4 





ROCK ISLAND ILLINOTS 





bills. 





THE PRAETORIANS 


Adult and Juvenile Policies on the Easy Monthly Pay- 
ment Plan, giving one the opportunity to budget his 
Life Insurance protection along with his other monthly 





LEGAL RESERVE FRATERNAL INSTITUTION 


Organized in 1898 
Forty-Eight Years of Insurance and Fraternal Service 


Home Office—Praetorian Buildiag—Dalias, Texas 
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Purposes of Independent 
Group Counselor Told 


(CONTINUED FROM PAGE 3) 


counts. The more experienced men are 
usually found in the sales departments. 

The group writing companies are 
volume crazy. A so-called “target risk” 
{prospect involving thousands of lives) 
will be given not only preferred rates 
but guaranteed net costs. These risks 
are often written where the insurance 
company agreed to underwrite the risk 
for 10% or less of the premiums re- re- 


||| actuaries ||| 
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ceived. A few years ago a large com- 
pany asked for bids on a group plan 
involving over 25,000 employes. The big 
group writing companies guaranteed to 
retain from 3 to 5% of the premiums 
for expenses, reserves and profits. A 
50% loss ratio would result in 1% of 
the premium being used for taxes only! 
Does this policyholder pay its own 
way? The insurance company that ob- 
tained the above mentioned case needs 
exactly 10% more of a policyholder’s 
premium to underwrite an 800-life case 
than at least two other -group writing 
companies that I know. 

I am in favor of seeing a group plan 
underwritten on a sound actuarial basis. 
The insurance company should make a 
profit on every policyholder and every 
policyholder should add something to 
the general surplus of his insurance 
company. 


Rates, Retention Too High 


If insurance rates are lowered it does 
not mean that retentions have to be in- 
creased. Company “A” has paid XYZ 
insurance company $100,000 in  pre- 
miums in the past seven years under a 
group hospitalization plan. Losses have 
amounted to $52,000 and dividends to 
$18,000. The XYZ insurance company 
has retained $30,000 or 30% of the pre- 
miums; XYZ insurance company is 
charging gross rates that are 20% over 
basic manual rates. If we reduce these 
rates does the XYZ insurance company 
have to increase retention? In my opin- 
ion they already have too great a re- 
tention and at least a dozen insurance 
companies stand ready to prove it. 

In reference to the last paragraph of 
your article referring to “shyster tinge,” 
I believe we counselors who know the 
group insurance business are doing the 
old group writing companies a big 
favor. Direct writing mutuals and the 
smaller companies will clean their clocks 
if they don’t place their group depart- 
ments in order. Every effort should be 
made by every group insurance coun- 
selor to have the present carrier make 
proper adjustments in gross rates, con- 
tract provisions and net costs before any 
other carrier is asked to quote on exist- 
ing business. I have personally taken 
the attitude that I cannot afford to be 
wrong in guiding employer in his deal- 
ings with insurance companies. When- 
ever I have a chance I point out to 
an employer that his carrier is doing an 
excellent job in giving dividends or rate 
reductions. 

Group writing companies do not have 
to fear group counselors. Those coun- 
selors who do not know the business and 
who make impossible requests of the 
insurance companies will not remain in 
the business. They will be destroyed by 
their own acts. The group insurance 
counselor has a place in the insurance 
business. He can grow to be very im- 
portant in the employe welfare field and 
insurance companies are not wise if 
they bypass him. 


Companies’ 1947 Statements 
Show Continued Gains 


(CONTINUED FROM PAGE 1) 
$2,021,047. Income totaled $8,248,327 
as against $7,544,556. It included $6,- 
229,783 from premiums and $1,391,660 


from interest and real estate. Net 
earnings were $429,429. Surplus rose 
by $350,000 to reach $1,600,900. The 


remaining $79,429 increased unassigned 
contingency reserves to $225,818. 
Policyholders’ surplus is $2,325,818 as 
against $1,896,389. This unusually sub- 
stantial gain included considerable non- 
recurring income. Bond investments are 
63.7% of assets with $22,744,793 in U. S. 
government bonds. Mortgages amounted 


to 23.6% of assets. 
New business was $23,360,310 up $10,- 
335,913, bringing total insurance in 


force to $180,372,803. Benefit payments 


were $3,093,820. 
UNION MUTUAL 

Union Mutual Life’s assets were $44,- 
861,198 on Dec. 31, up 9%, while insur- 
ance in force stood at $176,028,167. To- 


tal income exceeded $9 million. Mort- 
gages increased $2 million to exceed $5 
million. 

New business was up 16% and 
amounted to $26,207,089, a new record. 
Benefits were $3,138,242. 

A. & H. premium income exceeded $1 
million, up 14%. 


Lincoln Treats Issues 
of Hour with Frankness 








(CONTINUED FROM PAGE 1) 
icyholders and so in the agents’ interest. 

In 1929 life insurance was twice the 
annual national income. Now it is only 
one and one-half times, he said in em- 
phasizing the future potentialities of the 
business. 

At the head table were Presidents R. 
B. Evans of Colonial Life; A. A. Ryd- 
gren of Continental American; te ae 
Fordyce, Manhattan; E. A. Roberts, 
Fidelity Mutual; A. =. Maclean, Massa- 
chusetts Mutual; J. S. Thompson, Mu- 
tual Benefit; F. D. Russell, Security Mu- 
tual; Matthew Woll, Union Labor Life; 
and Vice-presidents F. H. Haviland, 
Connecticut General; Dudley Dowell, 
New York Life; Roger Hull, Mutual 
Life, and Cecil North, Metropolitan. 





Sees Present Rate Laws as 
Satisfying McCarran Act 


An article in the Columbia (Univer- 
sity) Law Review for December, 1947, 
entitled “Notes; the Regulation of In- 
surance Rates,’ concludes that “in all 
probability, the existing pattern of state 
regulatory legislation will be legally 
sufficient under the McCarran act to su- 
persede the federal anti-trust laws with 
respect to a major portion of the insur- 
sie business.” The author is not identi- 

e 

“Whether it will operate satisfactorily 
can be determined only by experience, 
but this will be a practical rather than a 
legal test,” the article states. “Most of 
the laws which have been analyzed in 
this note vest their administrators with 
sufficient powers to provide effective su- 
pervision of insurance rates. Any one 
of the statutes may be administered in 
such a way as to provide either effective 
or ineffective supervision over rates 
within that state. 

“But whether the states will success- 
fully cooperate to develop a uniform 
regulatory approach so necessary for an 
extensive business that crosses state and 
national boundaries will involve, of 
course, not the actions of any single ad- 
ministrator, but the cooperative efforts 
of 51. That cooperation will determine 
the success or ultimate replacement by 
federal legislation of this unique attempt 
at state regulation of a complex inter- 
state field of endeavor.” 


No Ind. Salary Deduction 


INDIANAPOLIS State Auditor 
Burch has turned thumbs down on col- 
lection of deductions for hospitalization 
and other forms of insurance from sal- 
aries of state employes. He says, it 
would require additional help, which 
would not be fair to the taxpayers, and 
adds: 

“The auditor’s office is not in sympa- 
thywith attempts to use the office for 
collecting for private enterprises.” 








The. Oklahoma insurance board has 
ordered N. L, Bentley of Muskogee to 
show cause why it should not cancel his 
license for allegedly acting as agent for 
American Farmers of Phoenix, which is 
not licensed in Oklahoma. He is a 
licensed agent of American Home 
Mutual Life of Washington, D. C 

James. McCulloch, assistant district 
manager of Prudential at Bay City, 
Mich., was presented a diamond locket 


bs recognition of 25 years of service by. 


J. Kenney, district manager. He 
iain Prudential at Flint in 1922, was 
transferred to-Sagniaw five years later 
and since 1933 has been in charge of 
the Bay City branch. 


Widen Real Estate 
Investment Field 


Life companies are taking more active 
participation in deals involving the pur. 
chase and lease of business real estate 
than ever before. Although state super. 
visory authorities limit the percentage 
of assets that may be invested in this 
manner, the theory that mortgages are 
much safer and offer greater liquidity jg 
gradually losing importance. The de. 
pression conclusively proved that owner- 
ship of the fee does not involve any 
more risk than ownership of the lien 
and that rents from long-term leases 
quickly reduce the investment by being 
allocated to the principal. The tre- 
mendous accumulation of funds by in- 
surance companies has made this present 
trend necessary and the advances in 
actuarial science reveal that some money 
can easily be put into long-term invest. 
ments even when they lack liquidity. 

From the point of view of the insur- 
ance firm real estate investment of this 
type offers an excellent return. For ex- 
ample, Aetna Life purchased the Bam- 
berger department store property in 
Newark last year for $6,750,000 and will 
receive in rent $11,750,000 before the 
property returns to its original owner, 
In addition Bamberger will pay all taxes 
and upkeep. 


Advantages to the Seller 











There are several factors that make 
this type of deal very advantageous for 
the seller. Some companies do not wish 
to be bothered with the headaches of 
owning real estate, others make it a pol- 
icy not to have a deficit on their balance 
sheets, and others use this form of 
financing to free their funds for other 
uses. 

As far as the life company is con- 
cerned the rentals it receives consist of 
a return on its investment and funds to 
amortize that investment. During the 
initial period of the lease, which usually 
lasts from 20 to 35 years, there is com- 
plete amortization. Renewals of the 
lease may be made following the end of 
the initial lease, usually at slightly lower 
rent rates. The insurance firm receives 
a higher rate of return than it would on 
a bond issue of the same credit because 
there is not the same marketability and 
the seller has only limited obligation to 
the purchaser. 

Under some conditions the lessee can 
rebuy the property from the purchaser. 
This is known as a repurchase option 
and should be handled on the same basis 
that any landlord would give to a tenant. 
Recently the trend has been away from | 
this type of operation. Rejectable offers | 
concern a situation where a number of | 
units are involved such as the purchase { 
of a chain of grocery stores. The seller } 
reserves the right to purchase back | 
some of the units if he so wishes. 

Most cases of this type of ranted 5 | 
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by insurance companies are handled by 
a joint operation between the invest- } 
ment department and the real estate de- 
partment. The credit and the condita ( 
of the property of the business under / 
consideration should be thoroughly in- 
vestigated to insure twofold security. 
Many buildings are unsatisfactory be- 
cause of their location in regard to 
transportation, labor and their special- 
ization in industry. 

There is no set formula for the formu- 
lation or the carrying out of these deals. 
Each one is different from the next and 
must be considered as a separate under- 
taking bv the insurance firm’s invest- 
ment and real estate officers. It is ex 
tremely doubtful if this type of invest- 
ment will give any competition to the 
preferred stock and bond market becaus¢ 
so little money is put into it in compart 
son with other forms of investment. 








Lyman B. Brainerd, president of 
Hartford Steam Boiler, has been electe 
a director of Connecticut General Life 
to succeed Charles P. Cooley, who has 
resigned. 
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MRS. R. L. BOWMAN; 


os 


packed a few worldly possessions in our decrepit R@rd to follow Horace Greeley’s 

advice to the young and ambitious - ‘go West’. T€ was the start of an adventure 

that has challenged us ever since. We were on our way to a new job - a new 
he * life - at San Antonio, Texas. ; 

; “Just out of college, and newly married, the depression year of 1931 held small 
terror because we had the anchorage of a joh awaiting us, even though the 
potentialities were vague. . 

i. “Bob's first work assignment was to learn the company’s Organized Sales Story 

‘ ~*~» (Granddaddy’ of the current edition), while I settled down to learn to cook 
‘hamburger fourteen different ways. Good fortune beamed upon us, for Bob’s 
advancement has kept pace with his efforts and ability. 
“Three years ago Mg, Greely made himself heard again and we moved farther 
West. Bob had been promoted to Geéfieral Agent at San Francisco. This time we 
couldn’t throw our things into the back of the car, although it was a much 
larger one. We had to hire a van. Figuratively speaking, Bob dropped into the 
center of thé city and wrote a million of business the first year. B I didn;t 
have to cook hamburger - the+steaks in our larder supplied a more inviting and 
appetizing repast. ' 

“The years have been good to us. In addition to our material gains we are the 

richer for,tw0 redheaded boys, Saady, who is seven, and Thad, just turned eleven. 

The: boys will enter the Military Academy at Palo Alto this year. Although 

_ Sandy shows a slighgppreference,for a caréer as a fireman, Thad hopes the 
Academy will offer eavanguFaneewelting course. Who knows - the name 
‘Bowmag’ may be off @ an Francisco Agency for years to come? 
If either‘of the boys ow in his Dad's footsteps it will be with 
Minnesota*Mutual. Afeers yawere brought up in good company. 

“I thank whatoreredas®: ing over our particular destinies in 1931 

for guiding us todMiinnesd : 
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“I have fond memories of that red letter day 2 at years ago when. Bob and I 
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2 R.L. (Bob) Bowman inherited the pie, acteristic of his Missouri forebearers. His personal experience in the use of 
4.4 Organized Sales Plans has sup; y proof he demanded that these exclusive Minnesota Mutual sales accelerators ore 
ye (le the foundation upon which to iccessful life underwriting career. Bob is a Millionaire member of the “M" Club and in 
ihe on 1947 Is receiving 10% of his earicommissions inextra CLUB CREDITS as a quality award. 
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THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY "The ay 





Saint Poul 1, Minnesota 


| want to know how Bob Bowman does it. | may be interested. 
No obligation to me, of course. 
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Insurance. Company 
* ° SAINT PAUL“T, ‘MINNESOTA — 
Organized*1880 





next and " 96 rina 
ate under- Address F ie 2 
’s invest 
Tt is ex- 
of invest- 
OD TOT ee a a a a a SS SD Ye ee a 
et because ‘ 
| compart 
ment. 





sident of 
en elected 
reral Life 
_ who has 











XUM 


The mind will heal... 


“This family’s wounds are in the mind and heart 

where time and faith can work their healing miracle. Were 
they struck by fear as well as grief, I could offer so little 
comfort . . . time only sharpens the suffering of a 


widow who must face poverty alone.” 


Me ce, ef 


How often the hand of the life insurance man translates a 
lifetime of love and care into a heritage of comfort and 
security. It is this power to prolong man’s thoughtfulness for 


his family which adds satisfaction beyond money to the 





career of life underwriting. 
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AETNA LIFE INSURANCE COMPANY 


Affiliates: Etna Casualty and Surety Company 
Automobile Insurance Company + Standard Fire Insurance Company 


HARTFORD 15, CONNECTICUT 





